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Insurance District 
Cold, Very Cold, to 
Campaign Funds 


Chubb, Tully, Kingsley, Jameson, 
Dull Prove to Be Poor 
Collectors 
LITTLE INTEREST SHOWN 
LaFollette Committee at Wash- 


ington Insults Senator Tully 
of Metropolitan 


The nation has elected a President and 
it didn’t even cause a flurry along William 
Street. There was much more interest 
taken in the World’s Series when two of- 
fices received returns by radio, blocking 
the street in consequence. Evidently, in- 
surance people agree with Will Rogers, 
the cowboy-actor-humorist that, no matter 
who won, the country would not go to the 
bowwows. 

On Monday of this week a reporter for 
THE EASTERN UNDERWRITER walked along 
William Street from Beaver to Fulton 
to check up how many posters of can- 
didates were hung in windows. A large 
one was in the window of Charles D. 
Hilles, of Dwight & Hilles, managers of 
the Employers’ Liability, who is an active 
figure in Republican politics and who dis- 
played pictures of Coolidge and Dawes. In 
the window of the Gauvin Agency were 
some posters of Governor Smith of New 
York. 

During the campaign the political parties 
as usual delegated various persons repre- 
senting different divisions of insurance to 
raise money for the campaigns. The result 
should possess plenty of significance to 
those political candidates, newspaper editors 
and others who in their own minds have 
assigned the insurance business as a part 
of “Wall Street,” or at least of “big busi- 
ness” or “big interests.” It is admitted that 
insurance as an institution is a pretty big 
affair, and if there is any “big interest” 
in this country insurance takes its place 
under that banner. It developed that “in- 
surance” as “insurance” was so indifferent 
to the result that all the money raised in 
the insurance district to help campaign 
funds was a bagatelle. 

To illustrate: 


Chubb’s Testimony 


The Republican headquarters asked 
Hendon Chubb, of Chubb & Son, if he 
would not round up the marine insurance 
people. He said he would and made a 
number of calls upon important people in 
the Beaver Street district. 

At the same time the Republican com- 
mittee asked Senator William J. Tully, 
head of the law department of the Metro- 
politan Life, if he would not perform the 
same mission among the life insurance 
people. He also acquiesced. 

Both were called to Washington to 
testify before the La Follette Senatorial 
Committee which was seeking information 
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Assurance Company, Ltd., 


World-wide interests. 


PHOENIX 


of London 
100 William Street, New York 


A corporation which has stood the test of time! 
142 years of successful business operation. 
Absolute security. 


Excellent Service and Facilities. 


PHOENIX 


indemnity Company 


75 Maiden Lane, New York 
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The Oldest American Fire and Marine 


SERVICE and BROKERAGE 


DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 
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Penn Mutual Conventions 


—_——) 


At our Eastern Regional Convention in September there were twenty- 
four Field speakers, and only five Home Office. They touched almost 
every phase of salesmanship,—prospect-gathering, income plans, mail plans, 
approach, closing, inheritance tax coverage, etc. 
their standard sales talks. In brief, there was a comprehensive and inten- 
sive survey of salesmanship. 


This form of Convention is but one evidence of the modern method 
of instructional co-operation between our Home Office and Field. 


We have places for men and women who believe that constant life insur- 
ance education is as necessary as constant industry. 


The Penn Mutual Life Insurance Company 


Philadelphia, Pa. 
Organised 1847 


Star salesmen gave 











Prudential and Aetna 
Not to Withdraw 
Half Premium Policy 


Presidents Duffield and Brainard 
Defend Contract; See 
Demand For It 


OPPOSITION OF OTHERS 


Executive Committee of Life Un- 
derwriters Asks for Discon- 
tinuance of Contract 

Following a meeting of general agents 
and others at the rooms of the Merchants’ 
Association on Thursday of last week, 
called to discuss the issuance by The Pru- 
dential and the Aetna Life of Whole Life 
policies with half premiums for the first 
five years there was a meeting of the 
executive committee of the Life Under- 
writers’ Association of this city on Mon- 
day afternoon at which a resolution was 
passed authorizing and instructing the 
committee to do what it can in its judg- 
ment to have these contracts withdrawn. 
The committee believes the policies are 
competitive and will result in other com- 
panies going into the field with similar con- 
tracts. No attacks were made upon the 
companies, nor was there any sharp 
criticism at the general meeting last week, 
but the executive committee believes that 
if the contracts are not withdrawn an un- 
desirable situation will result—the return 
of old competitive conditions which it re- 
gards as inconsistent in view of the large 
number of organizations in the insurance 
business which are built upon co-operation 
and generation of good will. 

The committee which called the meeting 
last week consisted of Sheppard Homans, 
Prosser & Homans, Equitable; Julian S. 
Myrick, Ives & Myrick, Mutual Life; 
Lawrence Priddy, New York Life; Orra 
S. Rogers, Phoenix Mutual; Edward J. 
Sisley, Travelers; Graham C. Wells, 
Provident Mutual. 


Statement by President Duffield of 
Prudential 


Neither The Prudential nor the Aetna 
Life will withdraw the contracts. 

From President Duffield of The Pru- 
dential THE EasteRN UNDERWRITER has re-~ 
ceived this statement: 

“T am glad to take advantage of your 
suggestion that a statement should be made 
by this Company to THe Eastern UNDER- 
WRITER in regard to our new Whole Life 
Policy, which seems to have met with some 
criticism from the Life Underwriters’ 
Association of New York. ; 

“We believe that the criticism directed 
against this policy is based upon a mis- 
understanding of our purpose and object 
in issuing it. Our purpose was to meet 

(Continued on page 8) 
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Novel Features on 
Guardian Program 


AT PHILADELPHIA TOMORROW 


President of Kiwanis Club and Director 
of Public Health As Buyers in Sales 
Demonstration 





Some distinct features are on the pro- 
gram for the sales conference of the 
Guardian Life representatives of Mary- 
land, New Jersey and Pennsylvania 
which will be held at the Hotel Adelphia, 
in Philadelphia, tomorrow. In the morn- 
ing a sales demonstration, “Selling the 
Business Man” will be put on with F. F. 
Mathers, president of the Kiwanis Club 
of Philadelphia as the buyer and A. P. 
Shalet, instructor of the life insurance 
course at the Philadelphia Y. M. C. A., 
as the salesman. Mr. Mathers is not a 
life insurance man but a prominent busi- 
ness man of the city. In the afternoon 
“Selling the Professional Man” will be 
demonstrated with Dr. Wilmer’ F. 
Krusen, director of the Philadelphia 
Department of Health as the buyer, and 
Charles F. Kuhns, of Baltimore, as the 
salesman. Usually in these sales demon- 
strations a life insurance man takes the 
role of the buyer and whoever got up 
the Guardian Life program for this event 
has scored a distinct hit by getting 
prominent people to go on the platform 
in a sales demonstration. E. J. Berlet, 
manager at Philadelphia, is largely re- 
sponsible for the program of the meet- 
ing. 

Another feature of this unusual pro- 
gram will be the putting on of the play- 
let, “The Heart of the Estate,” by Louise 
Ullman, which caused a sensation at the 
Los Angeles convention of the National 
Association of Life Underwriters this 
summer. Those in the cast are Miss M. 
B. Cooper as Mrs. Morton, Leo W. Fern- 
bach as the attorney, Ruth Brown and 
Jack Berlet, Jr., as the children, and 
Joseph Patrick as the trust company 
representative. The play will be directed 
by Mrs. J. Ellwood Barrett. 

Others on the program are M. E. Bay, 
Newark; Miss B. Eisenstein, Philadel- 
phia; Prof. H. W. Hess, University of 
Pennslyvania; H. O. Snyder, Pittsburgh; 
William F. Steck, Jr., Williamsport; 
James A. McLain, assistant superin- 
tendent of agencies. KE. J. Berlet, man- 
ager at Philadelphia for the Guardian, 
will be host at a luncheon. 

DIRECT MAIL RESULTS 
Bankers Life of Des Moines Reports 
Over $5,000,000 New Business in 
Three Months From Plan 
There is a wide difference of opinion 
in the business as to the effectiveness 
of direct mail advertising efforts in sell- 
ing life insurance. The Bankers Life of 
Des Moines reports excellent returns 
from this source. New business written 
as a direct result of direct mail advertis- 
ing during the quarter ending September 
30, amounted to $5,000,000 on 1,245 appli- 
cations. One agency alone placed 
nearly half a million as a result of the 

plan. 








FOLLOWS CHANGE OF ADDRESS 





Equitable Uses Plan of Contact When 
Policyholder Moves; Has Resulted 
in New Business 
The Equitable Life Assurance Society 
follows the practice of notifying the 
nearest agency, of the Society in the case 
of a change of address of a policyholder. 
A representative of the Society calls 
as a conservation measure and a con- 
siderable volume of additional business 
has been written as a result. 


JOHN M. CLAYTON’S CHANGE 


John M. Clayton has been appointed 
assistant to Henry L. Rosenfeld, manager 
of the Manhattan Agency of the Pru- 
dential, 46 Cedar Street. Mr. Clayton has 
been with the Equitable for six years at 
the head office, 120 Broadway, and is an 
able insurance man. 








Life 


Insurance Agents 


Are Sellers of 


Estates 


Insurance agents sell estates. 


The man or woman who begins 


to build an estate through the 


unsystematic, and uncertain pro- 


cesses of accumulation, inherit- 


ance, or speculation, never looks 


upon the method as a spending 


one. Yet when they buy a life 


insurance contract which guar- 


antees an estate they have ac- 


quired something real on easy 


terms. 


And it is just as much 


saving as if they had bought a 


$10,000- government bond and 


set aside a certain amount yearly 


until paid for. 





The Prudential 


Insurance Company of America 


Epwarp D. DurrteLp, President 


Home Office: Newark, New Jersey 








Hart & Eubank Just Shy 
of $10,000,000 Month 


OCTOBER APPS. ARE 651 








Broke All Agency Records for Com- 
pany; to What Agency Attributes 
Its Success 





It is the general opinion in Greater 
New York that Hugh D. Hart, who came 
here at the beginning of the Fall from 
Little Rock, and Gerald A. Eubank, who 
arrived at the same time from Detroit, 
have made a sensational success as gen- 
eral agents of the Attna Life. They 
have just closed October with $9,801,327 
of written business, consisting of 651 ap- 
plications, averaging $15,055 each. Such 
a quick success has never been known 
before in the life insurance history of 
the city. They are not making any pre- 
dictions of what they can accomplish in 
their first year here, but are letting the 
record month by month speak for itself. 
K. A. Luther, agency secretary of the 
company, who appointed this pair, 
showed rare judgment. 

Hart & Eubank started September 1. 
To give an expression to thanks to the 
company they quietly decided to smash 
all previous records for volume of busi- 
ness produced by the New York agency 
of the Aftna. They said nothing to the 
company of their plans, but took agents 
and brokers into their confidence and re- 
ceived hearty responses. 

Telegram to President 

On the night of October 3lst, the 
new general agents sent the following 
telegram to Mr. Morgan B. Brainard, 
President of the A‘tna Life: 

“Without advising you or the other of- 
ficials of the Attna Life of their inten- 
tion Hart & Eubank decided to express 
their appreciation to you and the other 
officers of the company for having ap- 
pointed them general agents of the Aétna 
Life Insurance Company for Greater 
New York by endeavoring to break all 
previous records of this agency for a 
single month’s prdouction of life business 
during October, the second month of 
their administration. We take pleasure 
therefore in advising you that our agency 
has produced during October 651 appli- 
cations, totaling $9,801,327 of completed 
ordinary business, which accomplishes 
the desired objective of smashing all 
previous records for a single month’s 
production for the New York agency of 
the Actna Life. We present this October 
production to you and the other officials 
of the company as a gesture of thanks 
from your new. general agents.” 

Hart & Eubank attribute their gratify- 
ing volume of business largely to five 
7Etna talking points: 

a—The New Free-of-Medical Plan by 
which the company will consider, with- 
out examination, applications up to $10,- 
000 on policyholders not carrying the 
company’s limit who have been accepted 
by the Aétna for insurance on examina- 
tions made within two years. 

b—The New Whole Life Policy with 
Half Premiums First Five Years. 

c—The Aétna Substandard Depart- 
ment. 

d—The Attna’s low Non-Participating 
and reduced Participating rates. 

e—The A£tna’s Cooperative Plan of 
Group Insurance. 


Congratulations From President Brainard 


President Brainard of the Aetna Life, 
upon hearing of the October achievement 
of Hart & Eubank, sent the local managers 
this wire: “The business of the New York 
office in October has so far surpassed our 
hopes and expectations that I cannot find 
words that express adequately the feelings 
of the Home Office. We have never 
doubted the wisdom of the decision to ask 
Hart and Eubank to represent us in New 
York and as time goes on we anticipate 
many occasions which will justify my asso- 
ciates and myself congratulating one an- 
other in the choice we made, but I am sure 
there will never come a time when we will 

(Continued on page 9) 
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The Right Man in 
The Right Place with 


The Right Company 


The Counmny te Rtehe Assures Success 





The Emblem of Supremacy 


National Life Insurance Company 
of the U. S. of A. 
ALBERT M. JOHNSON, President 


aMA 


ls Old Enough (established in 1808)— 


ls Large Enough (with $160,000,000.00 in force) to meet every insurance buy- 
er’s test, but not so OLD nor so LARGE but what we take a direct personal inter- 
est in every man in our organization. 


The General Agency contract offers an opportunity for immediate profit-making 
from Agency Organization Development. 


The policies are all standard forms with especial privileges to induce sales. 
A Policy for Every Need: 


The Five Point Complete Protection policy pays for Accident, for Sickness, Per- 
manent and Total Disability, Old Age Income Benefit, Double Indemnity. 


The Place is Right: 
The open territory in the Kast—South—and Middle-West is just waiting for the 
right man—the possibilities are there — the transportation — the industries—the 
buying power—the insurance needs. J 

Are You the Right Man ? 
Are you YOUNG ENOUGH to have a FUTURE, and OLD ENOUGH to know 


Are you ambitious enough to want to build something for yourself? 
Are you patient enough to pay the price in personal effort to achieve results? 


Tell us what you want to do and we will tell you how we can help you do it. 


ADDRESS: 
Robert D. Lay or Walter E. Webb 


Vice-President and Secretary Vice-President 


29 So. La Salle Street, Chicago, Illinois 








CHICAGO’S OLDEST AND STRONGEST COMPANY 
A Fine Old Company for Ambitious Young Men 
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Amazing Waste 
Through Lapsing 


WHERE SOME OF FAULT LIES 





Both Home Office and Field Partly to 
Blame for Carelessness That 
Encourages Lapse 





By Charles W. Burpee 
Phoenix Mutual Life, Hartford 


A novice entering upon the reinstatement 
work in any insurance office would be 
astounded at the amount of wastefulness 
through failure to keep up premium pay- 
ments; a veteran in the work, after de- 
voting years to reducing such wastefulness 
to a minimum, can but be amazed also 
when he contemplates the continued amount 
of leakage and seepage and slipping and 
sliding. If there are days when even a 
brilliant salesman almost loses faith in 
human nature, so likewise there are days 
when the home office student of lapsation 
peculiarities is forced to the conclusion 
that people are a queer lot; nothing but a 
Turkish bath, a rubdown and then a week’s 
vacation in the mountains can re-establish 
his mental equilibrium. 

There are some agencies which do not 
arise to the appreciation of what this lap 
sation means. Your H. O. man can’t com- 
prehend why certain bright 
minds in the company force as a whole do 
not seem to apprehend in full the harm 
from these little holes and chinks, such 
as change of address not followed up, in 
quiry from insured not answered in detail, 
rushing through cash value release with- 
out looking into the case, letting subagents 
be careless in guarantecing to an insured 
that they will see or remind the insured on 
each premium date, etc., failure of sub- 
agents to keep the agency informed of 
conditions and circumstances in particular 
cases, and sometimes failure to report col- 
lections promptly. There is a long list of 
these little individual seeming trivialities in 
the field which become a powerfully bad 
aggregate, harmful to any territory, coun- 
teracting good advertising and like features 
of the work, injurious to insurance as a 
whole, and eventually working out the 
disaster of the careless and_ indifferent 
company representatives. 

There are many other agencies which 
from the beginning beg to be reminded 
when there are any shortcomings along 
the lines indicated, and they strive immedi- 
ately and successfully to profit by what they 
learn. They constitute the vast majority of 
the number engaged in field work, and yet, 
as a little hole in the dike threatens all Hol- 
land, the man who you think you can 
afford to ignore in his shortcomings may 
be the very one who, in a few years, will 
unsettle the large part of your territory. 


Sowing Some of the Seeds 


One is impressed with the zeal with 
which everybody goes about securing new 
business—records are splendid. All good 
companies are forging ahead.- Field men 
are trained, they are energetic, they are 
cheerful. It is a splendid profession to be 
following. But when the enthusiasm and 
rejoicing cause the office to neglect to keep 
an eye on the details which normally be- 
long to the accounting department, seeds 
of evil are strewn all along the way. 

The head office man who thinks he is dis- 
charging his obligation and reaping his re- 
ward when he gives his attention to secur- 
ing new solicitors and promoting new busi- 
ness, is himself only half educated. He 
may think the accounting department is no 
affair of his, or by his company’s system 
it may be that that is all done by those in 
his office employed under the direction of 
their particular department at the home 
office. In this way he may be blind to the 
defects which are injurious to his whole 
structure. The accounting department and 


otherwise 


the field work must be considered as closely 





EQUITABLE LIFE OF IOWA 


Now Occupies Its 
New 18-Story 
Home Office Building 











With increased facilities, it is now 
better prepared than ever before 
to render service to its policyhold- 
ers, agents and friends. 


in Des Moines 








associated if lasting success is to be 
achieved. 

For instance, if an inquiry goes out 
irom the home office for the address of 
some policyholder, letters to whom are be- 
ing returned unclaimed, it would seem to 
be as essential that the manager be in- 
formed as that the query be made through 
channels that concern only certain em- 
ployees in his office. There is nothing more 
absurd than that the home office should 
receive the reply from an agency, on 
making an inquiry concerning the location 
of a policyholder, that the only address 
the agency has is the one given on the card 
held at the home office, when, as a matter 
of fact, the old and incorrect address may 
be a place within a couple of blocks of the 
agency office. Instances like that suggest 
two things: A managerial indifference to 
work that has been done, eevn if it does 
not stand the weather, or the conception 
on the part of the particular office employee 
that this is not a thing to bother the man- 
ager or general agent about. Some com- 
panies go to great expense in getting lists 


of prospects and at the same moment dis- 
regard the matter of lists of lost addresses 
of policyholders. This does not spell 
teamwork, nor is it in accord with the 
ordinary old-fashioned principles of con- 
servation. 


The Babbling Policyholder 


A misunderstanding or a hitch over the 
matter of the collection of a premium up- 
sets a policyholder. It becomes a sore 
spot with him. He babbles about it. He 
has the right on his side, and not getting 
satisfaction (through some stroke of care- 
lessness along the way) he attacks the 
erring company with the only means at his 
hands, namely neighborhood gossip. Now 
in this same community the agency or the 
company has done more or less advertising, 
we will say, or the solicitors thereabouts 
have been equipped with illustration of the 
splendid results to be obtained from this 
company’s insurance. Where is the man 
who does not know that one discontented 
babbling policyholder can undo much of the 

(Continued on page 11) 











cational publicity, 


existing department. 


Address, 


OPEN FOR POSITION AS COMPANY 
PUBLICITY DEPARTMENT 
| MANAGER 


The advertiser has had long experience as a pub- 
lisher and compiler of valuable insurance statis- 
tics; being familiar with all lines 
and cognizant of the necessity for compelling edu- 
both for agents and public. 


| | want to put the experience | have gained to work 
for an insurance company as manager and director 
of its publicity department and will be glad to 
| get in touch with such companies as wish to estab- 
lish such a department or put on a going basis its 


| “PUBLICITY DEPARTMENT” 
c/o The Eastern Underwriter 
86 Fulton Street 
New York 


of the business 




















Buckley Pans Selling 
Methods of Companies 
SAYS THEY DON’T FOLLOW UP 


Some Companies Write Good Letters 
and Have Fine Literature, But Stop 
Just Before Making Sale 





A bombshell was thrown into the camp 
of the Insurance Advertising Confer- 
ence at Pittsburgh last week by Homer 
J. Buckley, president of Buckley, Dent 
& Co., Chicago, which engineers direct 
mail campaigns for any one who wants 
to buy their services and has something 
important to sell, running from insurance 
to carpet tacks. Buckley, who is chair- 
man of the Poster Committee of the Na- 
tional Advertising Commission, does not 
think that the insurance companies 
handle novelties, sales letters and other 
production activities effectively. He 
does not criticise their novelties or litera- 
ture or letters, but he does think that a 
lot of money spent by companies in those 
directions is wasted because there is not 
a proper tie-up between the production 
departments of the companies and the 
prospective insured. He mentioned 
names of companies where he has had 
personal experience. 

Not the First Time He Has Been An 


Insurance Critic 


Buckley has talked before other insur- 
ance gatherings and always with a ham- 
mer. At a convention in Chicago before 
an audience of accident and health un- 
derwriters he criticised the approach and 
the sales talk of the average insurance 
agent and even said that he tossed in- 
surance sales literature into the waste 
paper basket. 

However, when he finished at Pitts- 
burgh there was a meeting called of 
insurance advertising and production 
department men, life insurance ex- 
clusively, and what he had to say was 
discussed at the meeting. 

Mr. Buckley stated that more than 
80% of direct mail advertising as done 
by various kinds of insurance companies 
in his opinion was waste. He cited per- 
sonal experiences to prove his point. 
Kor instance, he received from the 
Phoenix Mutual Life a number of let- 
ters from different sources, all of which 
advised him that certain wallets, memo- 
randum pads, and other novelties were 
awaiting delivery to him from the men 
who wrote the letters upon receipt of 
advice when he would be in his office 
and would see the person who would 
make deliveries (an agent). 

Duplicates of these letters in some in- 
stances were received after a lapse of 
several weeks, but Buckley claimed that 
in no instance was there any follow-up 
on the part of the company’s repre- 
sentatives by personal solicitation. He 
regarded this as just like baiting a hook, 
tying it to a line and throwing it over- 
board without any one on the other end 
to pull in the line in case there was a 
nibble. 


His Group Experience 


Mr. Buckley recited another instance 
where the Travelers had sent him a most 
interesting set of sales letters on the 
subject of group insurance which letters 
intrigued him much and which he de- 
clared, sold him the idea of group in- 
surance. He said that after reading 
these wonderful sales letters he was in 
a mood where he was eager to see a 
representative of the Travelers, which 
representative never called. In the 
meantime, he had received a series of 
letters from the Equitable Life Assur- 
ance Society on the same subject which 
he did not regard as particularly im- 
pressive, but after a number came in a 
representative of the Equitable Society 
in Chicago began a series of visits. After 
several visits, a dozen at least—Mr. 
Buckley said he finally recommended to 
his concern a proposition submitted by 
the Equitable which recommendation re- 
sulted in Buckley, Dement & Co. buying 
an Equitable group policy. 

(Continued on page 6) 
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Keypunching Contest 
In Penn Mutual Office 


A NOVELTY IN "PHILADELPHIA 


Actuaries Beat Sratteticionss Relay 


Teams of Five Keypunchers; 
Personnel of Teams 


An innovation in the Penn Mutual 
Home Office, in the form of an inter- 
departmental 40-card relay keypunching 
race. was held October 24th, under the 
auspices of the Penn Mutual Associa 
tion, the clerks’ organization. It was 
carefully staged, and attracted a large 
and enthusiastic audience. 

The Acutary Department presented a 
relay team of five cardpunchers, and the 
Statistician’s Department a like team. 
The Tabulating Machine Company key 
punches were used, each member punch 
ing eight cards of 45 digits each. The 
watch was held on each team as a whole. 
\ penalty of thirty seconds was im- 
posed in each case of error, double 
punch, or non-punch. Accident to card 
or machine or change of machine was 
considered a fault at risk. The finish 
was clocked as the last puncher of each 
relay team placed the last card—the 
team’s fortieth card—face down on the 
table. Winning two out of three heats 
was to win the contest, the winning of 
each heat to be judged by adjusted time 

net actual time plus time penalties. 


The Scores 

The Actuary’s team won the first two 
heats and, therefore, the contest. The 
scores: 

Actuary’s Department won the first 
heat in elapsed time of 12 minutes 5 2/5 
seconds; 12 errors; adjusted time, 18 
minutes, 5 2/5 seconds. Statistician’s 
Department lost the first heat in elapsed 
time of 12 minutes, 3 seconds 
adjusted time, 18 minutes, 33 seconds. 

Actuary’s Department won the second 
heat in elapsed time of 11 minutes, 58% 
seconds; 5 errors; adjusted time, 14 min 
utes, 284% seconds. Statistician’s Depart 
ment lost the second heat in elapsed 
time of 12 minutes, 20 seconds; 8 errors; 
adjusted time, 16 minutes, 20 seconds. 
Of course those familiar with keypunch 
ing will realize at once that the net 
time taken by each team and the number 
of errors made by each team are both 
considerably greater than would be 
found to occur in actual practice. This 
condition resulted from the facts that 
the contestants were entirely  unac 
customed to working competitively 
against time, that they were naturally 
quite disconcerted by the plaudits of 
many in the audience, that the copy they 
were obliged to use was nothing but 360 
digits chosen at random and arranged 
in meaningless groups, and that the 
cards given them were not divided into 
columns by the vertical rules ordinarily 
to be found in such cards. On another 
such occasion there is no doubt that all 
of the present records will be shattered. 


; 13 errors; 


’ 


Personnel of Teams 
Team: Mrs. Lydie 
Osler, captain, and Irma Carson, Bertha 
Morrison, Miriam Barker, Adele Miller. 
The Statistician’s Team: Mrs. Mary 
Supplee, captain, Iona Becker, Hannah 
Green, Mazie Mathes, and Nellie Short. 
Beulah Lloyd was umpire and chief 
timer, with Katherine Logan, Mrs. 
Karthryn Ford, Malva Parkes, and Mae 
Long as timers. Helen Paulding was 
chief matcher, with Mrs. Eleanor Neff 


The Actuary’s 


and Mabel Cooper as matchers. 
Murray managed the Actuary’s Team, 
and Walter Trout, the Statistician’s. 

This contest, inaugurated by J. E. G. 
sryant, Statistician of the Penn Mutual, 
had numerous interesting points and was, 
we understand, the first contest of its 
kind ever held. It was excellent enter- 
tainment and good rivalry. Most of the 
Penn Mutual official family were present. 
Clement Khret, the general sales man- 
ager of the Tabulating Machine Com- 
pany, came over from New York to wit- 
ness the contest, and had photographs 
taken for that company’s magazine. And 
it looks very much as though something 
has been started, that this will have been 
only the first contest of its kind, as it is 
now the intention that there be chosen, 
from these two pioneer teams, to repre- 
sent the Penn Mutual Association, a 100 
card relay team of 10 persons punching 
10 cards each. When organized, this 
team will challenge other employes’ or- 
ganizations (probably every insurance 
company in the country uses these same 
keypunches) to produce representative 
teams to compete for the inter-company 
championship. Offers of a valuable na- 
tional prize have already been more than 
whispered, 


Buckley Pans Methods 


(Continued from page 5) 

“Here is a concrete case of intelligent 
follow through,” he said. “I do not re- 
vard the Equitable literature, in this in- 
stance, as so good as the Travelers, but 
the fcllow-up was certainly more ef- 
fective. In one case the literature hit 
the bulls-eye but did not result in a sale. 
In the other case, the literature, although 
not so good in my apinion, did produce 
the goods.” 

As an ideal combination of poster and 
direct mail literature and follow-up Mr. 
Buckley cited the campaign of the 
Kidelity & Casualty Company in Chi- 
cago for automobile insurance. 


UNIVERSITY UNDERWRITERS 

The University Life Underwriters of 
New York composed of those who have 
taken standard courses in life insurance 
training, held a luncheon in’ Robin's 
restaurant Saturday. The principal talk 
was by James I. Bragy, assistant man 
ager of the Charles B. Knight agency 
of the Union Central Life. 





George Washington Life 


Insurance Company 
Charleston, W. Va. 


presents opportunity for liberal 
contracts covering definite territory 
with Home Office registry and with 
power of appointment of  sub- 
agents. 
The States of West Virginia, Vir- 
ginia, Ohio, Kentucky, Tennessee, 
South Carolina, North Carolina, 
Georgia, and Michigan. 

Address: 

ERNEST C. MILAIR 


Vice-President and Secretary 


Michael 








HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to 60 years next 
birthd 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue and 
-to-date in res 
ORDINARY POLICIE yon valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, 
are guaranteed by State Endorsement. 
A HOME LIFE POLICY = 
PEACE OF MIND TO TH 
MAN WHO LOVES HIS FAMILY “ 
BASIL S. WALSH, President oe J. CUNNINGHAM, Vice-President 
JOSEPH L. DURKIN, ag! HN J. GALLAGHER, Treasurer 
DR. BRYAN KYLE, Medical Director 
INDEPENDENCE SQUARE. PHILADELPHIA, PA. 

















Insurance Record, 1923 


New Insurance ees ee a 


$ 96,148,025 
719,421,634 
Increase of $58,623,876 which is 

61% of the New Business 


Insurance in Force... 





New England Mutual Life Insurance Co., 
Boston, Mass. 














INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


the most Hbera] forms of ORDINARY Policies from $1,060.00 to $50,000.é0, 
— ‘with premiums payable —- semi-annually or quarterly, 


INDUSTRIAL Policies from $12.50 to “$1,000.00, with premiums payable weekly. 
iosenaennvent ON DECEMBER 31, 1923 





WME: c50i200s0scs5esccresocsescccesreesexsesscosecsecsnsssieseseesesteeeentiesssee . $36,916,613.75 
aaa en ee IC a Ak Ra ers FICC eRe EES STEED "salgraiaen.aa 
oe ee III stam 

ts to Polloyholdors......... 0... eceeccec eee eseneeeeeeeeeeeeeeeeseeseeceeees 034,48 
Sl Pees te "policyholders since Organization. ...........0.sseeeeseeeeeee 32,747,208.35 


JOHN G. WALKER, President 



































FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Bailding 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, Ilewa 














Low Cost 


GEO. T. SMITH, Vice- ee 
DUNBAR .JsHNSTON, Secretar: 
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The Colonial Life Insurance Co. of America 


oe Whole Life, Limited Payment and Endowment = 
orpINARY J High Value ITS OWN 
POLICIES Attractive and Novel Features AGENCY 


Which, with especially favorable Industrial Contracts, 
give Agents unsurpassed ee ties. 


E. J. HEPPENHEIMER, P 


HOME OFFICE, JERSEY CITY, N. J. 


STAFF ONLY 


TTLESHIP, 2nd Vice-President 
AS. F. NE t) je 
s" R. DROWN, Asst. Sec’y and Asst. T 























BLN 


AS 


YAN 


» 


THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has 


a record of EIGHTY-ONE YEARS of prosperous and suc- 
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and wars unharmed, and to-day, as a result of eight decades 
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Those considering life insurance as 


ws 


a profession are invited to apply to 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street New York 
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How Much Profit > 
Is Fair For a 
General Agent? 





Analysis of General Agents’ 
Returns Made by Actuary 
Linton of Provident 


SUB - AGENT’S ADVANTAGES 


He Has the Edge Just Now; Early 
Years Lean for Most General 
Agencies 


One of the questions that students of 
the business admit is going to be more 
and more discussed in the future is net 
cost of life insurance and closely related 
to this is the cost of procuring the busi- 
ness—in other words the agency costs. 
Because of this, special interest attaches 
to a paper on the subject of returns un- 
der agency contracts presented before 
the jomt meeting of the American In 
stitute of Actuaries and the Actuarial 
Society of America at If'rench Lick, this 
week by M. Albert Linton, vice-presi- 
dent of the Provident Mutual Life. 

Mr. Linton’s study of the subject was 
very thorough and some of his con 
clusions are that it is impracticable and 
undesirable to impose any additional net 
cost on the business—in fact the pressure 
is all the other way—and that as to the 
returns under contracts, the soliciting 
agent seems just now to have the better 
of the argument over the general agent. 

The following are three questions con 
sidered: (1) What is a reasonable profit 
for a general agent to receive upon a 
given unit of business produced through 
his agency? (2) Within what limits 
should lie the expense at which the 
agency is conducted? (3) Who should 
bear this expense; and if it should be 
shared by the general agent and the 
company, in what proportion? These 
questions are of vital import to the com- 
panies and their general agents. Never 
theless, it would appear that relatively 
little information of a definite character 
is readily available. 


Two Types of Contracts Considered 


Two types of general agents’ contracts 
are analyzed—each, as far as renewal 
commissions are concerned, closely re 
lated to the commissions permitted by 
the New York insurance law. Contract 
I contemplates renewal commissions of 
nine 7'4’s, five 5’s and a subsequent col 
lection fee of 244%. Under this con 
tract, therefore (assuming the subagents’ 
renewal commission to be 5% for nine 
years) the renewal overriding commis- 
sions of the general agent consist of 
nine 24's, five 5’s and 2%’s for the re 
mainder of the premium-paying period 
of the policy. Contract IL differs from 
Contract [| in that one-half of each ot 
the 5’s from the eleventh to the fifteenth 
vears is commuted into an extra 5% pay 
able the second year. 

To meet the situation practically the 
paper analyzes a single year’s production 
of $1,000,000 and also a uniform yearly 
production of $1,000,000. The basis of 
the paper is an assumed average pre 
mium of $30 per $1,000. 

Given a certain amount of new busi- 
ness, the commissions are dependent 
upon the average premium per thousand, 
and independent of the average amount 
of insurance per policy. On the other 
hand, the expenses at which the agency 
is conducted are independent of the 
average premiums and largely dependent 
upon the average amount per policy 
since that factor determines the num- 
ber of policies that have to be cared for. 
The main emphasis of the paper is placed 
upon an average policy of $3,500. In 
order, however, to show the effect of 
policy size upon earnings, some figures 
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American Central Life 


INDIANAPOLIS 


Hetabliahed 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 


Company 

















are given for average policies of $2,500 
and $4,500. 


Termination Rates 


The determination of proper termi- 


nation rates is one of the most 
difficult) problems connected with an 
analysis of this kind. Two. sets of 
rates have been used—one_ involving 


withdrawal rates in each year twice the 
rates of the other. To obtain the total 
termination rates, each series of with- 
drawal rates is combined with the death- 
rates corresponding to age forty at 





Select Table. The lower termination 
rates upon upon which greater addition 
is bestowed are designated as A rates; 
and the set of higher termination rates 
are designated as B rates (see note at 
end of paper). 

The A rates would be considered very 
fair rates in many agencies, though there 
are also many instances in which they 
are being improved upon. They show 
that out of a given number of entrants, 
60.8 per cent. renew for the tenth year. 

The A rates start with a first-year 
withdrawal rate of 10 per cent. grading 
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Insurance Company 


duced facsimile, on 


original 
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send this copy of 
for framing. 


OVER SIXTY YEARS 


Declaration of Mndependence 


FACSIMILE copy of the Declara- 
tion of Independence has been is- 


This reproduction is a composite re- 


from a facsimile reproduction of the 
Declaration of 
made by W. IL. Stone, in 1823, under the 
direction of John Quincy Adams, then 
Secretary of State 
grossed Declaration is in the custody of 
the Librarian of Congress at Washing- 
The John Hancock Company will 
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entry taken from the American Men 
down to 2 per cent. in the fifteenth year. 
The B rates commence at 20 per cent. 
and grade down to 4 per cent. 


Overriding Commissions 


Mr. Linton presented some valuable 
statistics and tables of the experience 
of the Provident Mutual on the cost of 
conducting its general agencies. The 
experience of fifteen agencies, re- 
sponsible for 11,000 new policies and 83,- 
000 old policies in 1923, showed the aver- 
age expense per new policy was $10.74 
and per old policy $1.20, yielding the 
above-mentioned weight of nine. Tak- 
ing the 1923 expenses for all the general 
agencies, and assuming that each new 
policy has a weight of nine, the ex- 
penses amounted to $12.22 per new policy 
and to $1.36 per old policy in force. 
For the most part the emphasis of the 
paper is placed upon a weighting of 10 
and a basic policy-unit expense of $1.25. 
This involves the assumption that the 
yearly cost of each old policy is $1.25, 
and that the cost of each new policy for 
the year in which it is issued is $12.50. 

The total overriding commissions for 
ten years on a single year’s production 
of $1,000,000 amount to $6,428, and, us- 
ing 5 per cent. interest, have a discounted 
value in the first year of $5,454. Dur- 
ing the same period the expenses 
amount to $5,923, and have a discounted 
value of $5,458. The two discounted 
values are therefore practically identical. 
lor twenty years the total overriding 
commission amount to $12,214 and the 
expenses to $7,704—yielding a difference 
in discounted values of $2,132 in favor of 
the overriding commissions. If the sub- 
agents receive the first year’s overriding 
commissions of $1,500, the general agent’s 
overriding commissions amount in twenty 
years to $10,714 so that the difference 
in discounted values is reduced to $632. 
In the foregoing examples the general 
agency has been assumed to be on a go- 
ing basis for the given periods, and, un- 
less stated to the contrary, this assump- 
tion will likewise be made in what fol- 
lows. The question of renewal equity 
in event of termination will be con- 
sidered in due course. 

A tabulation showed that the total 
overriding commissions do not exceed 
the expenses until the eighth year, and 
that the renewal overriding commissions 

that is, the overriding commissions as- 
suming that the subagents receive full 
general agents’ first-year commission— 
do not exceed the expenses until the 
twelith year. For ten years the total 
overriding commissions are $41,220 and 
the expenses $48,240; for twenty years 
they are $143,760 and $117,820. 


Expenses 

If the home office should bear all of 
the expenses, then the general agent's 
return may be estimated from the over- 
riding commission columns (with obvi- 
ous modification if he does not retain 
the first year’s overriding margin). If 
the home office should bear none of the 
expenses, the two net-return columns tell 
the story. As a matter of fact, most 
companies probably adopt a_ middle 
course and share expenses with their 
general agents. Upon what basis do 
they share them? Do they have any 
approximate amount in mind as a reason- 
able net overriding profit for a general 
agent to make upon a given production 
of business? That this is not a simple 
question is evident from the analysis 
thus far. Nor have we yet reached the 
limit of the complications since the cur- 
rent cash-return, year by year, must be 
considered in connection with the termi- 
inal renewal equities which the general 
agent is building up. However, in spite 
of the difficulty of answering the ques- 
tion, it is worth attempting. 

Under Contract I it is assumed that in 
event of termination the general agent 
will be entitled to overriding com- 
missions at a uniform rate for the bal- 
ance of ten years. At the end of the 
first agency year, for an average pre- 
mium of $30, the renewal equity at the 
1 per cent. rate has a discounted value 
of $1,620; at the end of the fifth year 

(Continued on page 9) 
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Won’t Withdraw Policy 
(Continued from page 1) 


the needs of those who desired the maxi- 
mum coverage during the period when their 
income was less than they anticipated it 
would be later. To some extent the Con 
vertible Term Policy had met this need, 
but we were impressed by the fact that of 
the large amount of Term insurance issued 
a comparatively small amount was actually 
converted. In other words, the heavy 
terminations that took place at the end of 
the term period convinced us that some 
policy was needed which would automatic- 
ally continue, and that without action on 
the part of the insured. Of course our first 
consideration in the determination as to 
the issuance of a policy should be whether 
it will meet a public need and, believing 
there is ample evidence that this particular 
policy meets this requirement, we see no 
reason for its discontinuance. 

“As far as the charge that this policy 
is issued for ‘competitive’ purposes is con- 
cerned, a complete answer would seem to 
be that it has already been issued by one 
other company and other companies, we 
understand, are considering it, which con- 
sideration we have no doubt will lead them 
to the same conclusion as we have arrived 
at, that it is a form of policy that the in- 
suring public requires, and so will result 
in its being issued by them. If this is the 
result, we shall welcome it.” 


7Etna Life Not To Withdraw Policy 


Asked if he desired to make any 
comment relative to the resolution passed 
by the Life Underwriters’ Association of 
New York upon policies issued on the 
Half Premium plan, President Morgan 
B. Brainard of the Attna Life said to 
THe Eastern UNDERWRITER: 

“That the Half-Premium plan as is 
sued by this company is actuarially sound 
is unquestioned, and there is nothing 
ethically wrong with the plan. 

“It has been introduced by this com- 
pany because we feel that it fills a legi- 
timate demand arising from many per- 
sons who require permanent insurance 
but who are unable temporarily to pay 
the full level premium for an amount 
of insurance on the Whole Life plan to 
give the protection desired. We believe 
that the Half-Premium plan supplements 
Term insurance to the advantage of the 
insured, the company and the agent. 

“Our experience with this plan of in- 
surance is, of course, brief, but noth- 
ing has developed that would lead us to 
doubt the wisdom of our course.” 


The 


Resolution of the Executive 


Committee 


The resolution of the executive commit- 
tee passed on Monday of this week follows: 


“At the regular monthly meeting of the 
executive committee of the Life Under- 
writers’ Association of New York held 
at the Hotel Astor, New York, on the 
afternoon of October 14, 1924, a special 
committee of six members of that Com- 
mittee were appointed to investigate two 
certain policies recently put on the market 
by The Prudential Insurance Company of 
America and by the Aetna Life Insurance 
Company. 

“At a special meeting of the executive 
committee, held in the Board Room of the 
Merchants’ Association of New York, 
Thursday, October 30, 1924, that special 
committee presented a copy of a memoran- 
dum which had been prepared by them and 
personally delivered to the officers of the 
two companies above referred to. This 
memorandum was read and by almost 
unanimous vote adopted by the Executive 
Committee, and in addition thereto the 
following resolution: 

“Be it Resolved, That we respectfully 
request the companies now issuing these 
policies to withdraw them; and we further 
request that those companies which may 
be considering issuing policies of this gen- 
eral form not to put them on the market 
until such time as the two companies now 
issuing thern shall have had opportunity to 
reach a decision as to their withdrawal; and 
we further respectfully request that in the 











Massachusetts Mutual. 


to any real worker in the field. 





A Company With Friends Everywhere 


The agent who is selling insurance in this Company, which for seventy- 
three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
testifying that there is no better company in the land than the old 
Its enviable record for service and the low net 
cost of the protection furnished make a combination that assures success 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


MUTUAL 











future all companies represented in the 


membership of this Association shall re- 
frain from the issuance of any form of 
policy which is not absolutely beyond 
criticism as to inherent character, just and 
fair to all policyholders alike and without 
special inducements, and 

“Be it Further Resolved, That a copy 
of this memorandum and resolution be sent 
to the Association of Life Insurance Presi- 
dents, the American Life Convention, the 
Life Agency Officers’ Association and to 
each Life Underwriters’ Association 
throughout the United States with the re- 
quest that they lend their support to dis- 
courage the issuance of such policies as are 
herein described, and 

“Be it Further Resolved, That this Com- 
mittee be authorized and instructed to do 
any and everything which, in their judg- 
ment, seems necessary to have these 
policies withdrawn and to prevent the 
issuance of any similar policies by other 
companies operating in the State of New 
York.” 


e & | 
Pan-American Service Includes _ 
Educational Course 
Individual Sales Planning 
Aid in Organization and Business Building 
Unexcelled Policies—Life, Group, Accident and Health 


We have a few General Agency openings 
for men not presently attached 


Address 
E. G. SIMMONS, Vice President and General Manager 
Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Statement by Hart & Eubank 

Hart & Eubank, managers of the Aetna 
Life, gave THe Eastern UNbdERWRITER 
this statement: 

“We believe that the While Life with 
Half Premium for First Five Years fills 
a distinct need of the insuring public be- 
cause it is based on the idea that many 
people have incomes which are not as great 
now as they logically may expect them to 
be in five years, but whose insurance needs, 
nevertheless, require that they shall carry 
a larger volume of life insurance than their 
present incomes would permit on the regu- 
lar forms of life insurance. Therefore, the 
Whole Life with Half Premium for First 
Five Years enables this numerous class of 
insurers to take out, for approximately the 
same premium, twice the volume of insur 
ance they would otherwise be able to carry. 

“The fact that the Whole Life with 
Half Premium for First Five Years auto- 
matically becomes a permanent level 
premium beginning the sixth year elim- 
inates much of the unsatisfactory features 
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VER forty per cent 


-Pasampe dl valuable to the agents of the Provident Mutual 
is the active good will of those whose Old Age Endowments 
have matured. 
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Life Insurance Company of Philadelphia 





of the new business of the 
Provident Mutual is upon the lives of old policyholders 

who not only evidence their satisfaction by insuring their own 

lives, but by recommending the Company to their friends. 
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of Term Insurance which largely had beer 
designed by various companies in recogni- 
tion of the aforementioned need. 

“In its last analysis the business of the 
Life Insurance Companies is to supply the 
legitimate needs of insurers with sound life 
insurance upon plans which most properly 
meet the insurers’ needs and circumstances, 
while at the same time preserving to the 
agents, who provide the service of life in- 
surance for their clients, an adequate return 
for their time and efforts. 

“We believe that the Whole Life with 
Half Premium for First Five Years 
measures up to these requirements admir- 
ably. In our own agency the employment 
of this new plan has practically elimin- 
ated the writing of Term Insurance, and 
thus has started insurers upon a permanent 
plan of insurance without the attendant 
disasters that so often characterize the use 
of Term Insurance.” 


Type of Competition Objected To 


One of the general agents who is opposed 
to the Half Premium policy gave THe 
EASTERN UNDERWRITER a letter which he 
said was a type of the kind being used by 
insurance agents in selling the Half 
Premium policy: 

“My dear Mr. Blank: 

“Re—50% Saving 

“IT can save you 50% in rate for the 
first five years on any amount of life in- 
surance up to $100,000, in one of the oldest, 
largest and strongest companies in America. 
This is something new. The plan is 
Ordinary Life, not Term. It is the cheap- 
est permanent insurance ever offered and 
affords an excellent opportunity to com- 
plete your insurance protection at a bar- 
enclosed card and I will 


gain. Return 
furnish details.” 
Memorandum of Committee 
The committee of the Life Under- 


writers Association of New York gave 
out the following memorandum on the 
subject: ; : 

“In 1915 and several times since this 
association has gone on record by reso- 
lution against the practice of companies 
issuing what may be termed ‘Competitive 
Policies. By ‘Competitive’ we mean 
policies which aim to attract by some 
IMMEDIATE APPEAL IN NAME, 
initial rate, ete., a certain type of mind 
which is always looking for bargains, 
without knowing that, in life insurance, 
a bargain in the usual trade or com- 
mercial sense, is impossible. ,This kind 
of service, we believe, does not tend to 
improve the quality of the company’s 
service or the quality of the agent’s 
work—it often tends to disturb both, as 
well as to confuse the insuring public. 
It is too often a refuge for the weak 
or untrained agent. The particular policy 
(referred to above) cannot be criticised 
from an actuarial viewpoint. It is es- 
sentially a Whole Life Policy, which 
shows a slightly larger cost over the 
expectation of life when compared with 
the Ordinary Life with a level premium 
from the start. 

“Of recent years a spirit of co-opera- 
tion, of fair play and mutual progress 
has been growing steadily in life insur- 
ance and its various departments. The 
agent of today realizes that his work is 
a profession that accepts the value of 
life insurance as an institution for the 
basis of all his activities. He chooses a 
particular company in which he feels he 
may be able to function the best. It 
seems to us that these ‘Competitive’ poli- 
cies act as a deterrent—at least, that they 
do not help the progressive growth ol 
this co-operative feeling, the beneficial 
results of which have been a distinct 
gain to both companies and agents. 


Points Raised Against the Form 

“The points which we raise against 
this form of policy are: 

“I. That it is fundamentally a ‘Com- 
petitive’ policy. We have had evidence 
already that it is being misused by some 
agents who disturb the minds of policy- 
holders having recently bought Ordinary 
Life Contracts in companies not issuing 
them on the so-called Half-Rate Plan. 
The Half-Rate Agents inform these pol- 
icyholders that they have been charged 
too much for their insurance, thus con- 
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fidence in standard policies is under- 
mined. This policy is also being used to 
replace Twenty Payment Life Contracts 
as well as the\existing Ordinary ones. 

“2. The ultimate effect from an un- 
derwriting standpoint—unless this policy 
is withdrawn by the few companies now 
issuing it—will be that all companies 
must duplicate it. In the few instances 
where a policyholder’s needs may be 
better served under this form of contract 
than under one with a whole life rate 
from the beginning, some form of con- 
vertible term insurance would give the 
same, if not better service to the policy- 
holder. The featuring of this policy to 
any great extent will gradually weaken 
the public confidence in the usual 
straight life and other standard forms. 
It will have a tendency to put the in- 
sured in the wrong state of mind regard- 
ing the value and purpose of life insur- 
ance, especially in its important province 
of helping men build future reserves and 
old age funds which so many need but 
seldom have. It will encourage a man 
to think that term insurance is the right 
kind of policy; it will encourage him to 
put off for five years something he might 
better do today. In other words, it gets 
him into bad insurance habits. Many 
of those insured under this policy, at the 
end of five years, will naturally look 
around for companies that will continue 
this low rate and for new issuances 
under a similar plan. There is a cer- 
tain type of agent that will be glad to 
help in finding the companies. The un- 
derlying idea of the plan is, in our opin- 
ion, unsettling and unwholesome. 

“3. Although the agent gets approx- 
imately the same amount of commission 
over a period of nine years, yet almost 
50 per cent of his commission is deferred 
for five years. It is doubtful if the aver- 
age agent can make a living on this 
basis. 

“4. This policy will have a decidedly 
unfavorable and disturbing influence on 
all existing insurance. 

“5. The policies which all companies 
issue now are approximately on the same 
basis and competition is fair. The in- 
suring public, after many years of edu- 
cation by both the company and agent, 
has learned, to a great extent, to under- 
stand the primary differences between 
the cardinal policies, but when ‘Competi- 
tive’ forms like this are put on the mar- 
ket the policyholder is confused—prin- 
cipally by . confusion, or rather, a 
misunderstanding of terms, he says: 
‘If I can buy a Whole Life Policy with 
a half rate for a while, why buy a whole 
rate policy wtih a whole rate from the 
beginning ?’—without understanding that 
he is getting no better service and, in 
the long run, no lower cost than can 
be obtained from standard policies. In 
fact, as we have stated above, the cost 
Is greater. 

Your committee recommends that the 
companies issuing these policies be re- 
quested to withdraw them and that such 
other companies as are considering issuing 
this same form be requested not to put 
it upon the market. We express the 
hope that, in the future, each company 
will carefully examine all proposed and 
new plans and consider whether or not 
they really belong to the ‘Competitive’ 
class of contract—undesirable, in our 
opinion, for reasons given above. 

; “Respectively sumbitted, 

“Sheppard Homans, Julian S. Myrick, 
Lawrence Priddy, Orra S. Rogers, Ed- 
ward J. Sisley, Graham C. Wells.” 





Hart & Eubank 


(Continued from page 3) 
be more proud of you than we are at this 
moment. For yourself and your associates 
will you accept my sincere congratulations 
for what you have done and my confident 
hopes for the future.” 

This message came from K. A. Luther, 
agency secretary: “Please accept for 
Wells and myself our hearty congratula- 
tions upon the wonderful results obtained 
by your agency during October and extend 
to your associates our thanks for the im- 
portant part that they have played in this 
splendid work.” 


Gentral Agents’ Profits 


(Continued from page 7) 


$6,220; and at the end of the tenth and 
the subsequent years $7,980, assuming 
throughout a uniform production of $1,- 
000,000 yearly. For a 24% per cent. term- 
inal rate, the corresponding figure for 
the tenth and subsequent years is $19,970, 
a difference of $11,990. Suppose, there- 
fore, that two companies X and Y are 
agreed upon about the same figure for 
the fair overriding return to a general 
agent for the production of each $1,000,- 
(00 yearly. Suppose, further, that com- 
pany X embodies the 2% per cent. term- 
inal arrangement in its contracts and 
company Y the | per cent. arrangement. 
It is clearly evident that the general 
agent in: company X will have a smaller 
expense allowance, a smaller yearly cash 
overriding profit, and a larger deferred 
equity, than will the general agent in 
cempany Y. 


What Is a Fair Return? 


Opinions are bound to differ as to what 
constitutes a fair overriding return to the 
general agent upon the production of a 
given unit of business. The age and 
standing of the company and the cost 


of the insurance it furnishes will in- 
fluence the answer. If a large volume 
can be produced with relative ease, the 
unit return to the general agent can 
with entire fairness to all concerned be 
made smaller than in cases where a com- 
pany is not well established and must 
therefore work harder for what it gets. 
Suppose, however, for purposes of illus- 
tration, that $5,000 should be considered 
a fair present value of the net overrid- 
ing profit for twenty years on a going 
basis, of a single year’s production of 
$1,000,000. The company would have to 
make an expense allowance to the extent 
of $2,868 or $4,368, according as the gen- 
eral agent did or did not retain the first 
year’s per cent. overriding margin. 
How should this expense allowance be 
apportioned—in the first year or distri- 
buted throughout the policy history? 

A glance at the expense column shows 
the large outgo that is concentrated in 
the first year. After the first year the 
expenses bear a reasonable relation to 
the overriding commissions. It would 
seem justifiable, therefore, that any al- 
lowance less in amount than the ex- 
penses in the first year should be 
considered as an allowance toward ac- 
quistion costs. 





The First Eleven Years’ Income of an Agent Writing $125,000 in First Year and 
Increasing by $25,000 a Year Until $200,000 is Written Each Year, Assuming Average 


Premiums of $30 Per $1,000 Insurance, 60° 


7 


% Commission on New Business and Nine 5% 


Renewals, and Termination of 20% in First Year, 10% in Second Year and 5% in Sub- 


sequent Years. 


c—— eens 


Year| Amount 


Ist Com-| Ist) 2nd 8rd 4th 
Written 


mission] yr. yr. yr yr. 


RENEWALS FROM BUSINESS OF 


Amt. 
Future 
Total | Renew- 
Sth 6th 7th Sth Oth 10th | Income al 
yr. oyr. oye yr. yt. yf. Each Com- 


Year [missions 





1 |$125,000 |$2,250 
2 


5 | 200,000 |°3,600 | 122 154 189 240 


150,000 | 2,700 |$150 — - _ 
3 | 175,000 | 3,150 | 135 180 - - 
4 | 200,000 | 3,600 | 128 162 210 — 


42,250 |$1,058 
_ 2,850 | 2,178 
3,465 | 3,346 


4,100 | 4,540 

















4,305 | 5,52 

é 6 200,000 3,600 116 146 180 ‘216 240 Na - pan 4,498 6,325 
7 “200,000 “3,600 110 139 171 205 216 240 4,681 | 6,938 
8 “200,000 “3,600 104 132 162. 195 205 216 240 4,854 | 7,378 
9 “200,000 “3,600 99 125 154 185 195 205. 216 240 — 5,019 | 7,65 
10 200,000 3,600 -o4 119 146 176 185 195 205 216 240 5,176 | 7,771 
We “200,000 3,600 2 a z 130° 167 176 185, 195 205 26 240 5.2% 7,82, 

















ROBERT F. MOORE DEAD 
Secretary of Southern States Life With 
Company From Start; a Gentleman 
of Rare Personality 
Robert Frederick Moore, secretary of 
the Southern States Life of Atlanta, died 
October 31 at his home in that city. 
He first became connected with the 
Southern States Life in 1906. He was a 
man of high personal attainments and 
charming personality. He was sixty- 

eight years old. 

Mr. Moore was born in Middlesbor- 
ough, England, September :27th, 1856. 
His father was a barrister and Mr. Moore 
was educated for the law. He moved to 
America in 1896, where he became en- 
gaged in the life insurance business, at 
one time being associated with the Bank- 
ers Life of New York, and in 1906 he 
became connected with The Southern 
States Life, some two months after it 
was organized. The officers of the 
young company immediately recognized 
the ability of Mr. Moore and elected 
him agency secretary and this position 
he held until some four years ago when 
he was given the position of secretary 
of the company. His services as agency 
secretary included practically that of 
every department connected with the 
home office. His complete understand- 
ing and mastery of the life insurance 
business from the home office experience 
and viewpoint placed him as an out- 
standing character in the life insurance 
field. 

“Owing to his ability, much of the suc- 


cess of the Southern States Life is due,” 
said President Wilmer L. Moore to THe 
EASTERN UNDERWRITER. 

“He was a gifted writer, his articles 
outlining the growth and development 
of Southern institutions and the history 
of Southern life companies from the lat- 
ter sixties to date were published from 
time to time in the Manufacturers 
Record and received wide-spread com- 
mendable comment. Being a man of un- 
usual educational and cultural advyan- 
tages, his friendship and companionship 
was sought by the people of the highest 
intellect. His nobleness of character, his 
integrity of purpose in all things, high 
ideals, especially of the business in which 
he was engaged, reflected itself in the 
agency organization of his company. He 
has passed from this sphere of useful- 
ness, but his great constructive work 
will live for all times as a permanent 
monument of one who was a man among 
men. My own personal loss cannot be 
estimated. He was a sound and safe ad- 
visor naa counselor; he was one who 
was dependable at all times and in every 
way loyal, genuine and sincere. I wish 
that I had the ability to express in a 
suitable way the loss which I personally 
sustained.” 


The Equitable of Iowa has appointed 
George L. Maltby, formerly with the 
Metropolitan Life at Oklahoma City, as 
Kansas state manager, succeeding C. L. 
Kendall who is to operate as an inde- 
pendent agent. 


RECEIVER FOR PUBLIC LIFE 





Chicago Company’s Difficulties Come to 
Climax With Factional Fight 
Among Officers 


The factional fight in the affairs of 
the Public Life of Chicago has resulted 
in the appointment of a receiver for the 
concern. Alfred Clover had just suc- 
ceeded in holding an election which 
ousted the old officers when former 
President Fred H. Welsch secured the 
appointment of the receiver on the claim 
that there was a capital impairment of 
$145,968 under the management of 
Alfred Clover. Homer Gapin, a Chicago 
politician, is the receiver. 

The Public Life commenced business 
in 1920 with an authorized capital of 
$500,000, of which $100,000 was paid in. 
The surplus contributed by stockholders 
was $150,000. Later another $100,000 was 
paid in and in 1922 the capital was in- 
creased to $500,000 by a $300,000 stock 
dividend. The company was organized 
by Alfred Clover, who was also the chief 
organizer of the Royal Life of Chicago 
which went into the hands of a receiver 
in 1916. 





TRAINS AGENCY SPECIALS 


A special training course is conducted 
at the home office of the Missouri State 
Life for agency specials, under the direc- 
tion of Henry W. Ramsey, a former pupil 
and co-instructor of Griffin M. Lovelace. 
Mostly the agency specials are men who 
have had field experience. They study sell- 
ing methods and hear talks from the heads 
of the different departments of the com- 
pany. ~ 





MOVES TO ITS OWN HOME 


The Capitol Life of Denver on October 
31 moved from the Tabor building to its 
own new $250,000 building at East Six- 
teenth Avenue and Sherman Streets, 
about a mile southeast. The building 
will not be fully completed for about two 
weeks and then a grand opening is 
planned. The dedication services to fol- 
low will be for company men only. 





MADE SUPERINTENDENT 


W. L. McNamara, formerly assistant 
superintendent of the John Hancock at 
Rochester, New York, has been pro- 
moted to the superintendency at Cleve- 
land. Mr. McNamara receives his pro- 
motion because of long years of suc- 
cessful service in the John Hancock 
weekly premium department. 





JOHN HANCOCK APPOINTMENT 


John E. Frost, on the staff of Field 
Supervisors of the John Hancock Mu- 
tual Life, has been appointed to the 
Superintendency of the Company’s busi- 
ness in northern New Hampshire and 
Vermont, with headquarters at Concord, 
N. H. Mr. Frost has been 22 years in 
the company’s fold, the last 16 in inti- 
mate contact with the field through the 
Agency Department. He is a native of 
New Hampshire, and will be quite at 
home in his new territory. Superin- 
tendent D. J. MacQuarrie, of Man- 
chester, adds the south of Vermont to 
his territory. 





NORTHWESTERN PROMOTION 

The Northwestern Mutual Life has ap- 
pointed Edward R. Peterson assistant 
superintendent of bonds. Mr. Peterson 
has been employed in the bond depart- 
ment since 1911, 





CHANGES NAME 
The name of the Capitol Savings Life 
of Columbus, Ohio, has been changed to 
the Capitol Life Insurance Co. of Amer- 
ica, and W. H. Elliott and Carl Hegwood 
have been appointed general agents for 
Ohio. 





MERGERS 
The Standard Life of Decatur and 
the International Life, which have been 
under the same management for several 
months, are to be merged and operated 
under the latter name. 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 




















A survey of alumni 

Make Your of the University of 

Start With California showed 
Them Early that college gradu- 

ates are large buy- 
ers of life insurance. A _ greaier per- 
centage of college men attain financial 
success than selfmade men. The aver- 
age insurance in this, case was $23,- 
162. Accordingly the agent who estab- 
lishes his contract with college men and 
follows them up through their success 
has a wonderful chance of building in- 
creasing production each year, the 
State Mutual Life points out. 

The statistics gathered in this sur- 
vey seem to indicate that the aver- 
age college man adds new insurance 
at intervals of from one to three years, 
beginning about three years after 
graduation, in other words, when he 
begins to establish himself in business. 

Young college graduates appear to be 
good prospect material and as policy- 
holders may be expected to add to their 
coverage from time to time if properly 
followed up. Have you any college 
men on your prospect list? 

x * &* 

In spite of all that 
has been said on the 
subject of utilizing 
each policy as a cen- 
ter of interest for a 

new group of prospects, like the extend- 
ing circles of waves after dropping a 
stone into a pool, it is a fact that very 
few life insurance salesmen follow this 
plan as a_ fixed system. Even the 
simple following up of the interests of 
one prospect may yield large increasing 
amounts within a short time. A_ case 
in point is that of S. C. Mosely of 
Memphis. 

A prominent manufacturer was insured 
by Mr. Mosely last winter for $15,000 
with the wife named as beneficiary. A 
few months later Mr. Mosely increased 
this to .25,000, and also placed two pol- 
icies totaling $20,000 for the protection 
of a business with which this manufac- 
turer is connected. Finding that this 
man was interested in two other manu- 
facturing concerns, he placed $10,000 
more Business Insurance, and in Sep- 
tember completed the schedule with $20,- 
000 more for the protection of two addi- 
tional concerns. Thus in less than a 
year the original $15,000 has been in- 
creased to $75,000, with six different 
beneficiaries named. 


Taking 
Advantage 
of Contracts 


* * & 


On the matter of 


On That insurance at cost the 

Question Mutual Vife’s paper, 

OF Cost “Points,” makes these 
interesting com - 
ments: 


Who knows what the future death rate 
will be! Who knows what the interest 
rate will be tomorrow?—next year? Life 
insurance is based upon these two things 
—mortality and interest. “Omniscience 
alone can say in advance what the actual 
cost of life insurance in the future will 
be,” states a well-known | insurance 
writer. 

Participating life insurance, however, 
is issued just as the prospect thinks it 
ought to be. In a mutual life insurance 
company issuing participating insurance 
everything above actual cost (except the 
nominal individual allotment to surplus, 
which, however, is in fact part of actual 
cost in both kinds of companies) is 
eventually returned to the policyholder. 

The non-participating company with 
its predetermined premium charges more 
than actual cost—must do so to be safe, 
because of the uncertainty as to mor- 
tality and interest yield. If the company 
issuing this kind of insurance is a stock 


company, the policyholder does not get 
his insurance at cost, for the excess be- 
tween actual cost and the low prede- 
termined premium are true dividends— 
profits on money invested—and go to the 
stockholders. After a period of years, 
varying with kind of insurance and with 
two companies opposed in a comparison, 
the net cost of the participating com- 
pany becomes lower than that of the 
non-participating company. Even if a 
holder of a non-particpating policy were 
to die before the time a participating 
policy (of the same kind and amount 
taken at the age at which the non-par- 
ticipating policy was taken) became 
lower in net cost than the non-partici- 
pating policy, the net cost under his non- 
participating policy would not be ‘actual 
cost” of insurance—although in such 
event the cost of his non-participating 
policy might be less than under the 
other. 

Notwithstanding a higher premium 
rate for the first few years, the holder 
of a participating policy in a mutual 
life insurance company gets his insur- 
ance at “cost.” 

x x x 


A curious _ incident 
happened to a prospect 
of A. I. Walker, of 
the Philadelphia 
agency of the New 
England Mutual Life, recently. “A 
$20,000 policy was issued on a man 
who refused to pay for it,” says Mr. 
Walker in telling of the incident, “and it 
was about to be returned to the Company 
for cancellation. It was, however, placed 
in my hands in a last effort, and, to my 
surprise without any argument on my 
part, was accepted. The applicant said, 
‘You may be curious to know why I 
changed my mind about this policy, and 
Pll tell you. Coming up from Atlantic 
City yesterday, | was walking along the 
edge of the platform of the station, when 
my foot slipped and I fell onto the rail- 
road track as a train was approaching, 
slowing up for the station. The engine 
wheel was within a few inches of my head 
when it stopped. The first thing that came 
into my mind was the $20,000 policy I had 
declined to take. You called the next 
morning without knowing this. Is it strange 
that I snapped at it?’” 


This Might 
Happen To 
Anyone 





HOME LIFE 
INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 
Premiums received during 

the year 1923 .............. 97,666,855 
Payments te Polieyhelders 

and their Beneficiaries in 

Death Claims, Eadow- 





ments, Dividends, ete...... 5,371,544 
Increase in Assets.......... 2,401,567 
Actual Mortality 56% eof the 

amount expected. 

Insurance im Foree.......... 247,373,210 
Admitted Assets .......... 48,085,222 
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NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York | 














Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high ——— for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Its policy contracts give to each individual insurer full protection, safeguarding, at 
&e same time, the interest of all its policyholders. 

Has always extended reasonable assistance and encouragement to its representatives 


to develop and hold their business. 
John Barker, Vice-President Frederic H. Rhodes, Vice-President 








THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ORGANIZED 1850 NON-PARTICIPATING POLICIES ONLY 
Over 70 Years of Service to Policyholders 
Good territory for personal producers, under direct contract. 


HOME OFFICE 


105-107 Fifth Avenue New York City 














PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
proposition. 


Address, PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 


























40,000 Names 


of prospects sent us by policyholders for the use of 
our salesmen during October, which was “Service-to- 


Policyholders Month.” 


BANKERS LIFE COMPANY 
GEO. KUHNS, President 
DES MOINES, IOWA 




















GEORGE W. MURRAY, 
Superintendent ef Agents 
256 Broadway New York 














PULLING POWER 

Throbbing with the common emotions of life are the 
colorful reproductions from oil paintings which embellish 
the letters of the Lincoln National Life circularizing 
campaign. 

Expressive pictures are used to illustrate all of the 
graphic letters which are being sent to the prospects 
of Lincoln National Life agents. 





The striking benefit of this spectacular circularizing program is another 
reason why it pays to 


(CINK UP (win THe ()LINCOLN) 
The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 

















Linco Life Building Fort Wayne, Indiana 


Now More Than $325,000,000 in Force | 
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Actuaries Meet at 
French Lick Springs 


SUMMARIES : OF ADDRESSES 


Mortality Among Japanese; Mortality 
Study of Impaired Lives; Term 
Policies and Conversion 
At the joint meeting of the American 
Institute of Actuaries and the Actuarial 
Society of America now in session at 
French Lick Springs, a number of impor- 
tant papers will be heard. Arthur Hunter, 
chief actuary of the New York Life, pre- 
sented the New York Life Experience, 
1906-1923, among Japanese lives insured 
under policies issued in the years 1906- 
1922, inclusive. This group does not. in- 
clude cases treated as substandard on ac 
count of either occupation or impairment, 
that is, it represents the better class of 
Japanese. The mortality is compared with 
that shown in the American Men Select 
Table. Residence of insured was taken as 
at date of application, but care was taken 
to see that the deaths were properly al- 
lotted, whether death took place in Japan 

or not. 
The results are briefly as follows: 


Ratio of Actual 


Class to Expected Mortality 
Japanese insured in U. 
S. and Canada ....... 156% (By Amts. Ins.) 


Japanese in Hawaii 

very limited ex- 

WOTMOMREY co ccciasvicnsacs 154% (By Policies) 
Japanese in Japan ..... 165% By Amts. Ins.) 

The experience among issues in U. S. 
and Canada and in Japan were further 
analyzed and it was found that the mortal- 
ity was more unfavorable at the younger 
than at the higher ages at entry. 

It is clear that the mortality in any of 
the classes is higher than among American 
insured lives. 

There was no evidence of selection 
against the Company on policies of the 
larger amounts. 

Impaired Lives 

An extension of the experience of the 
New York Life on the mortality of im- 
paired lives involving heart murmurs was 
presented by Arthur Hunter and Dr. O. H. 
Rogers. The investigation is now carried 
to 1923 anniversaries and relates to issues 
of the year 1896-1922, inclusive. The tabu- 
lar mortality with which the actual ex- 
perience is compared is that shown by the 
American Men Select Table. Some of the 
results are shown below: 

Impairment Ratio of Actual 
to gee Deaths 


Mitral Regurgitation By Policies) 
without Hypertrophy 
Issues 1896-1906 .... 185% 
oa 1906-1922 .... "o 
ee 1896-1922 .... 188%, 
“a 1919-1923 .... 172% 
Mitral Regurgitation 
with Hypertrophy ... 246% 
Functional Heart Mur- 
murs 


giintataetccaseaton 105% 


In connection with Mitral Regurgitation 
the experience is most unfavorable in the 
early policy years and at the younger ages 
at entry. In case of Functional Murmurs, 
the early policy year experience is slightly 
above the average, but the experience at the 
lower ages at entry is more favorable than 
at the higher ages at entry. 

The conclusions drawn are: 

1. The best cases of Mitral Regurgita- 
tion Murmur, not transmitted, will show 
a mortality but little above normal. 

The average Mitral Regurgitation 
(transmitted), without hypertrophy, will 
show a substantial extra mortality. 

3. Cases of Mitral Regurgitation, with 
hypertrophy, show a distinctly higher 
mortality than the “average” case without 
it, although if hypertrophy is moderate, 
the case may be no worse than an un- 
favorable case without hypertrophy. 

4. Mitral murmurs with history of 
some active infection, such as inflammatory 
rheumatism, will show mortality distinctly 
higher than the average mitral murmur 
case. 

5. Functional heart murmurs at the 
younger ages may be taken at regular 
rates, if carefully selected. 


Term Policy Experience 


A study of the mortality experience of 
the Provident Mutual Life under renewed 


term policies and conversions was presented 
by Miss E. T. R. Williams. 

This presented the experience from 1909- 
1922 of the Provident Mutual under its 
10-Year Renewable Convertible Term pol- 
icies and policies resulting from conver- 
sion thereof, issued from 1900 to 1917. 
These 10-Year Term policies were con- 
vertible at any time during their con- 
tinuance. The “expected” deaths were 
computed from the Provident Standard 
Select Mortality Table (1909-1922). The 
actual deaths were found to be 79% of 
the “expected” under Original Term 
policies before renewal, but 142% after 
renewal: an dunder converted policies 85% 
of the “expected” (all percentages here 
quoted are based on amounts). The ex- 
perience under converted policies was least 
favorable in case of the group of which 
the original ages at issue were under thirty. 
Comparisons are drawn with the American 
Men Experience and the more or less 
similar experiences of the Prudential and 
Mutual Benefit. 

FORGAN EQUITABLE DIRECTOR 

James B. Forgan, the prominent bank- 
er of Chicago who died last week, was 
a director of the Equitable Life Assur- 
ance Society. He carried a large amount 
of life insurance with the Society, the 
oldest policy having been issued in 1875. 


TO APPROVE STOCK INCREASE 

A special meeting of the stockholders of 
the Pacific Mutual Life has been called 
for January 2 to vote on a proposition to 
increase the capital stock from $1,500,000 
to $3,000,000. 


e 
Waste by Lapsing 
(Continued from page 5) 
work that has been done at great expense 
of time, if not of money? 

As to the number of obtuse policyholders 
who do not keep up their insurance nothing 
need be said in an article in an insurance 
publication. Who does not know the ex- 
cuses, the fourflushing, the contempt for 
the very principles of insurance exhibited 
daily and everywhere? Who does not 
know also that even in this era of pros- 
perity there are thousands of people who 
are pretty nearly down and out? Who, in 
care of reinstatement work, is not almost 
daily depressed by the sincere and sad tales 
of distress which may be even beyond 
power of the insurance to relieve? And, 
by the same token, who does not know the 
joy that has been brought into many a 
home on getting an interpretation of the 
terms of the policy contract which procures 
the bridging-over of present hard condi- 
tions? Every moment of the work of re- 
instatement is a moment full of “human 
interest” and brings good reward to the 
spirit of the man who is engaged in it as 
well as to the coffers of the company. 

Nor would the writer have it appear for 
an instant that he is overlooking the tre- 
mendous work for reinstatement which is 
being done by the best agencies throughout 
the country as it never was done before. 
Rather, it is this very studiousness, zeal, 
effort and purely uncommercial interest 
which leads one to wonder how there can 
be any delinquent office—how any office 
cannot see the gain of every description in 
following the example of the others? The 
“how” is the point. Who in any office 
fails to get the right vision? He may say 
he does, but does he give attest by the 
results? Who devotes every thought ex- 
clusively to securing new business and 
maintaining highest position in the agency 
department of the home office and does not 
concern himself about the work that has 
been done? Who runs on the principle of 
letting “the dead past bury its dead?” 

Thank the Lord, they are mighty few 
in number, and that they exist at all is 
not so much their fault as the fault of 
those who fail to give them the right con- 
ception of the relationship between office 
routine and field soliciting. They are so 
few in number that there will be readers 
who will denounce this as carping criti- 
cism, but progress everywhere in the study 
of lapsation has progressed so rapidly and 
so far that any fly in the ointment becomes 
intolerable and, in this spirit, whatever 
brings new thoughts or strengthens an old 
one is not carping but constructive. 

































POLICY 

YOU CAN 

SELL WITH 
PROFIT 


No, this is not an invitation 
for you to leave your own 
company, but just a sugges- 
tion to make your time yield 
more profits under our plan of 
improved brokerage service in 
branch offices. 


The Champion Income Accident 

policy is just one of the liberal, up-to- 

the-minute accident policies offered by 

us—it is a silent partner to the man dependent 

upon his efforts for his income and appeals to every 
prospect. 





This policy with its distinctive provisions is in- 
dicative of the progressive spirit inherent in all 
lines of protection offered by this company—Life, 
Accident, Health and Group. Under our plan you 
can place with us profitably (because all commis- 
sions on such business placed with us belong to 
the broker) business in the following lines: 


Accident Insurance 

—accident, health and income accident 
Group Insurance 

—life, accident and sickness 
Life Insurance 

—substandard and surplus business 


What Our Branch Office Service 
Means to You 


Extremely liberal first year commissions and 9 
guaranteed non-forfeitable renewals, on all life 
business you place with us regardless of volume. 


Awards and honors on same basis as offered to our 
regular agents—in 1925 a trip to Cuba at our 
expense is open to you. 


Expert advice and assistance on surplus and sub- 
standard life, accident, and group insurance. 


Business handled either on a contract or a one-case 
agreement basis. 


Prompt action and liberal underwriting rules. 


Write’us for Further D tails 


MISSOURI STATE LIFE INSURANCE CO. 


HOME OFFICE, SAINT LOUIS 
M. E. SINGLETON, President 


LIFE — ACCIDENT — HEALTH — GROUP 
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Agent Asks Whole Town 


To Help Get Record 


SEARCY, ARK., MAN USING “ADS” 


Clever Stunt of Putting It Up to Home 
Town to Beat World’s Production 
Record ° 


A life insurance man of Searcy, Ark., 
lom Eubanks, has set out to break the 
latest high production record for number 
of applications produced in one month 
made by C. H. Smith, attached to a 
Buffalo, N. Y., agency, and he has ap 
pealed to the pride of his town to back 
him in an effort to,capture this record, 
using ads in the local newspaper. Fol- 
lowing is one of these ads: 


A CHALLENGE TO THE PEOPLE 
of White County 
No One Can “Buffalo” a Searcy 
Man Can They ? 

You have probably heard of Sturgeon 
Sav, Wisconsin. 

Sturgeon Bay is not such a very large 
town. 

Mr. Earl M. La Plant of Sturgeon Bay 
became the champion life insurance 
writer of the world in that little city last 
month. 

He wrote 251 applications for life in 
surance in September. Previous to that 
the record was held by Mr. A. B. Worthy 
of Troy, Alabama, with 186 applications. 

During the month ending October 15, 
1924, Mr. Clarence H. Smith of Buffalo, 
New York, went out to beat the record 
of Mr. La Plant and did with a record 
of 263 applications. 

Now here is my proposition: 

T want to be the champion life insur 
ance writer of the world, and T want to 
boost and advertise Searcy and White 
County. With your help T will win and 
the news will be broadcast across the 
continent—85,000 insurance agents in the 
United States will know and talk about 
it 

Will vou help? T can’t do it by my- 
self, but with your help T can win the 
most coveted honor in the insurance 
world. 

I am willing to work twenty-four hours 
a day during November, if necessary, and 
will write 300 applications for life insur- 
ance in White County. 

That means twelve-a-day, as T do not 
work on Sunday. 

My office at Bank of Searcev will be 
open six days a week, and I will be the 
workingest man you ever saw during 
that month. 

Honestly, I want to be the champion 
and T am sure that I have enough 
friends in White County to help me put 
it over. 

Every application for $1,000 or more 
counts one. TI need 300 of them. 

Read my daily announcement in the 
Citizen and T will keep you posted on 
the score. 

I want to—TI can—and T will be the 
champion of the world and I'll tell the 
whole world that T live in Searcy. 

Call me at Bank of Searey and I will 
see vou. 

“Keep Boosting” and 
JOIN TOM EUBANKS 

and Make White County Bigger on 

the Map 


J. ELLIOTT HALL GIVES PARTY 


Members of Penn Mutual Agency and 
Wives Have Good Time at Hotel 
Martinique 
J. Elliott Hall, general agent in New 
York for the Penn Mutual Life, gave 
a Hallowe’en party on October 31 for all 
the members of his agency and their 
wives, at the Hotel Martinique. There 
were Hallowe’en games, souvenirs and 
dancing following the dinner. 
There was very little speaking. J. 


Elliott Hall spoke appreciatingly of the 
place wives occupy in the work of suc- 
cessful men. D. B. Adler, manager of 
the agency, paid a tribute to his chief 
and A. E. Russell suggested that Decem- 
ber he made J. Elliott Hall month. 





David P. Fackler, Dean 


of Actuaries, Dead 


HIS DISTINGUISHED CAREER 
Founder of Actuarial Society and Inter- 
nationally Known; Was 84 
Years Old 


os 


David Parks Fackler, the dean of ac- 
tuaries in the United States, interna- 
tionally known and the founder of the 
Actuarial Society of America, died at the 
home of his nephew, John Sidney Daven- 
port, Jr., in Richmond, Va. He was a 
member of the firm of Fackler, Fackler 
& Breiby, 50 Broad Street, and lived in 
Montelair, N. J., and in Salisbury, Conn. 

Mr. Fackler was in his 84th year. He 


was born in Kempville, Va., a son of the 
Rev. David Morris and Susan Stith 
Satchel Fackler, and a great-grandson 
of a Revolutionary officer of the same 
surname. Receiving his degree cf A. B. 
from City College in 1859 and being 
awarded a gold medal for mathematics, 
Mr. Fackler was further honored by his 
alma mater in 1891 with the degree of 
A. M. 


Shortly after his graduation Mr. Fack- 
ler entered the actuarial department of 
the Mutual Life of New York. He re- 
mained with that company until 1865, 
when he resigned, and since that time 
had done business solely as an individ- 
ual actuary. 

When mutual life insurance companies 
were in their infancy in this country 
and were struggling with the problem of 
a method of returning to policy holders 


such surplus as had been earned, Mr. 
Fackler worked out a system of surplus 
distribution, the general principles of 
which are still used by the insurance 
companies in the United States. This 
was in 1862. In 1877 he was appointed 
actuary to a commission of policy hold- 
ers examining the Equitable Life As- 
surance Society, and in 1899 he brought 
about the formation of the Actuarial 
Society. 

He was the author of “Agents’ Tables 
and Explanations” and was a frequent 
contributor to insurance publications. 

He was a Fellow of the Actuarial 
Society of America, a Fellow of the 
Casualty Actuarial Society, a member 
of the Fraternal Actuarial Society, the 
American Statistical Association, the In- 
stitute of Actuaries of London and the 
City Club of New York. 
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Not a Commodity, But a Service 








salesmanship. 


LEE ER EERE IO IER ER OR IENIER 


# individual. 








#\| of his own profession. 


An ambitious broadcaster lately held forth in New York on the subject 
of church advertising. He seemed to consider religion as a commodity which 
the churches had to “sell”, and to think that success was a mere matter of 


Life insurance has latterly fallen into the same grotesque error. Companies ra 
and agents are more and more talking about the “sales organization”, 
“salesmanship”, and “selling” life insurance. People sometimes get infatuated 
with a word, and “salesmanship” is just now a favorite word. 


The Gospel is not a commodity, and the church has nothing to sell. 
Life Insurance is not a commodity, and the agent has nothing to sell. 


The Gospel of the churches and the Gospel of life insurance teach right 
ways of living, teach duty, and duty is a very broad word, meaning in both 
the church and in life insurance pretty much the whole duty of man. 


The church strives to render service. 
the life insurance agent does not “sell” a commodity. He persuades men to 
enter into contracts with their fellow-men, through a responsible corporation, || ‘% 


“|| in order to protect their families in case of their own premature death, and in ‘a 
raf addition to protect society, to teach good citizenship, and to save money for || js 
|| _ themselves if they live long. < 
A Persuading a man to provide for his family and his own old age, or toopen || ¥ 
rif a savings-bank account, is not “selling” him anything. It is doing hima service. _ || /§ 
>} If he accepts your service he at once becomes a better husband and father, a * 
% || better citizen, and a happier man. ‘Woe 
el A mutual life insurance company is truly a public service corporation. % 


“|| Its business is to preserve and conserve through that co-operation which lies 


a at the very heart of a free society and an orderly government. Life Insurance } 
4\| struggles agairist the world’s general disposition to waste—to waste property, ||} 
™ || to waste life; it saves for the community quite as much as it does for the || # 


4) When an agent for the New York Life attempts to “sell” you a policy, 
9 tell him he doesn’t know his own business, that he is missing the fine flavor I 
We have nothing to “sell” you. 


*% || service to render; and any agent of the Company will be very glad to talk || 
# || with you about that service. ‘ 


NEW YORK LIFE| INSURANCE COMPANY ia 
DARWIN P. KINGSLEY, President 


So does life insurance. 
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Home Life Raises 
Its Dividend Rate 


APPORTIONMENT 10% HIGHER 





On Some Policies the Increase Amounts 
to as Much as Twenty Per Cent; 
Some of Rates 





The Home Life of New York has made 
a substantial increase in its dividend 
scale effective as to dividends due in 
January, February and March next year. 
\t the January meeting it is expected 
that the directors will authorize the new 
scale for the remaining nine months of 
next year, 

Although the total amount apportioned 
is ten per cent. more than would have 
been distributed by using this year’s 
scale, certain dividends in the early pol 
icy are increased by a much larger per 
centage. For instance, the first year 
dividend on the ordinary Life Plan at 
age 30 is increased by more than twenty 
per cent. 

This is the third increase in dividends 
since 1922, similar action being taken for 
the years 1922 and 1923. Dividends for 
the current year are being paid on the 
samme basis as that used in 1923. The 
figures are based on the experience of 
the year to date and the earnings for 
the year will be sufficient to set aside 
a fund to cover the payment of divi 
dends for the entire year 1925 on this 
increased scale and to add a very sub- 
stantial amount to surplus funds. 


Ordinary Life 


\ge at 

Issue Ist 3rd 5th 10th = 15th 
| ree $4.09 $4.28 $4.48 $5.03 $5.68 
7: er 422 445 469 5.35 6.13 
| are 4.38 4.66 4.95 5.77 6.69 
5S eee 460 494 529 628 7.39 
7 487 529 5.72 692 822 
45 wn: 524 S76 GZS 771 Sig 
SY nee Shee 6.38 7.02 868 10.31 
Ch eee 644 719 7.95 985 11.66 
OO} ..... Z408 829 947 128 1321 

20 Payment Life 
”| | ae $4.47 $4.90 $5.36 $6.65 $8 20 
2: re 461 509 559 701 8&7! 
| ere 477 530 586 7.43 9.29 
ee 498 5.56 618 7.92 9.97 
4) ..... 525 5.89 6.58 8.51 10.73 
45 ..... 558 6381 7:08 O18 £1.57 
BU feces 6.04 685 7.69 996 12.48 
Ds See 6.66 7.56 848 10.87 13.47 
OOF sacs 7.54 853 9.52 12.01 14.60 
20 Year Endowment 

20 .....$5.26 $6.17 $7.15 $9.94 $13.30 
25 .ccve 302 623 721 10.00 13.35 
DW ..cc. 540 632 Z30 1008 13:46 
G5 <scue OG GAS Fal 1019 13:53 
40 ..... 568 660 7.59 10.37 13.68 
45 ..... 5.92 685 7.84 10.61 13.89 
| ee 627 723 823 10.98 14.19 
55 ...... GBI 7.79 SSE 11:54 1464 
OFF bse 7.62 865 969 12.37 15.30 


ROYAL UNION’S 1 NEW POLICY 
Endowment and ‘eect Forms Be- 
ing Featured; Company Has New 
Revised Rate Book 
The Royal Union Life of Des Moines 
has brought out a new rate book which 
contains many new features. Vice-Presi 
dent and Actuary W. M. Johnson who 
made the revision, adopted a conven- 

ient vest pocket size. 

The company is featuring a new per- 
fect endowment policy and also an in- 
vestment contract. 

grin SYRACUSE BODY 

W. F. O’Connor, manager of the Syra- 
cuse phi of the Guardian Life, has 
been elected president of the Syracuse 
Life Underwriters Association. 


ILLINOIS LIFEINSURANCE | 


N. E. ADVERTISING CONFERENCE 





Winslow Russell and George A. Morse 
to Speak at District Meeting at 
Hartford 

The New England district convention 
of the Associated Advertising Clubs of 
the World will be held at Hartford No- 
vember 16 to 19. Insurance advertising 
will be discussed during the morning ses- 
sion on November 18. The chairman of 
the insurance session will be Leon A. 
Soper, manager of sales promotion for 
the Phoenix Mutual Life. Winslow Rus- 
sell will speak on concentrated sales ef- 
fort. George A. Morse, sales and pub- 
licity manager of Moore & Summers, 
general agents of the New England 
Mutual Life, Boston, will discuss putting 
life into life insurance advertising. 


DIRECTOR OF MISSOURI STATE 


Lewis W. Reldwhe, President of Missouri 
Pacific and Prominent Figure in 


Railroad World 


Lewis W. Baldwin, president of the 
Missouri Pacific Railway, has been 
elected a member of the board of di- 
rectors of the Missouri State Life. Mr. 
Baldwin is a prominent figure in the rail 
road world. He was formerly general 
superinte ndent of the Illinois Central and 
was in 1915 vice-president and general 
manager of the Central of Georgia. He 
was a regional director under Federal 
control and was elected president of the 
Missouri Pacific in 1923. 




































CNS STEVENS, As C S 


GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 


AND 


WILL PAY THEM WEL 








THE EUREKA-MARYLAND ASSURANCE CORPORATION 
BALTIMORE, MARYLAND 


Incorporated 1882 


Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 
J. C. MAGINNIS, President 








“An Agency of Service to Agents” 
BIBLE HOUSE AGENCY 


The Union Central Life Insurance Co. 


S. S. WOLFSON, INC., Managers 


350-352 BIBLE HOUSE 
EIGHTH STREET and THIRD AVENUE, NEW YORK CITY 
’Phones: Stuyvesant 3044-3045 











_soeennntin a 


Nearly 114 Million Policies Now In Force 


Only four other life insurance companies in America have more policy contracts 
in force than thig Company. A study of the following growth In ten years is invited: 








Jan. 1, 1913 Jan. 1, 1918 Jan. 1, 1923 
DIE ooo pc caLasecausaccacncanccastueee $6,695,921 $14,008,422 3, 017,031 
PORGIOR $6 FORCE. «<cccccccccscsccsvess 432,711 759,448 1,403,546 
Insurance in Force $61,484,358 $115,099,897 $296,880,278 





Attractive opportunities open to agents in Ohio, Indiana, Kentucky, West Virginia, 
Pennsylvania, Michigan, Illinois, Missouri. 


THE WESTERN AND SOUTHERN LIFE INS. CO. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized ‘February 23, 1888 
































1846 1924 


FAITHFULNESS— 


A prerequisite to all individual and cor- 
porate success—has been cherished by this 
Company and its representatives for over 


2 


three-quarters of a century of progress. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
HARTFORD, CONN. 


























State Mutual Life Assurance Co. 


of Worcester, Massachusetts 
Incorporated 1844 


Announces: 


A new policy contract, the benefits of which are retroactive 
to old policyholders. 


A 1925 dividend scale that makes the net cost of insurance very 
low. 


An increase in the rate of interest paid on dividends left to 
accumulate. The increased rate also applies on instalment settle- 
ments and together with the flexibility of the new contract makes 
such settlements especially attractive. 


B. H. WRIGHT, President D. W. CARTER, Secretary 
STEPHEN IRELAND, Superintendent of Agencies 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpor- 





ation, office and place of business 8 
Fulton Street, New York City. Clarence 
President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Associate Editor; 
Jerome Philp, Associate Editor. The ad- 
dress of the officers is the office of this 


Axman, 


Eager, 


newspaper. Telephone number:  Beek- 
man 2076. 
Subscription Price $3.00 a year. Single 


copies 25 cents. Canadian subscriptions 
31.00 for postage should be added. Other 
sountries outside of Canada $1.50 for 
postage should be added. 

Entered as second-class wetter April 
5, 1907, at the Post Office of New York 
under the act of March 3, 1879. 





UNTERMYER OFF ON WRONG 
FOOT AGAIN 
Let’s see, who is Samuel Untermyer? 
He's the 
New York City who offers his services 


multi-millionaire lawyer of 


as voluntary counsel in sensational in 


vestigations which are accompanied by 


When the Lock 
Investigating Committee got into 


considé¢rable publicity. 
wood 
action he agreed to act as examiner for 
the committee, his special target being 
the York 
City. Every day he tried to trap an in- 
surance executive or 
that 

profit 


insurance executives of New 
two into an admis- 


sion chese executives were out to 

their 
companies at the expense of the public. 
He tried to that the officers of 
companies are speculating with the funds 


of the policyholders and spread misin 


make for themselves and 


prove 


formation along that line through every 
newspaper in New York. He tried to 
dig up losses by poor investments, but 
ignored anything which had to do with 


investments which increased the sur- 
plus. The fire insurance executives told 
him that they were responsible to their 


stockholders and boards of directors and 
did not regard it as any of Untermyer's 
business what kind of investments they 
rhe boards of 
directors were satisfied with the type of 
securities the were buying; 
would be the first to complain if invest- 


made. stockholders and 


companies 


ment judgment be wrong. 

That and only 
a handful of people in this city can re 
member what it was all about. 

For a Mr. left the 
companies alone, but when the Senatorial 
investigation of 


investigation blew by 


time Untermyer 


campaign funds, engi- 
neered to dig up campaign material for 
Senator La Follette, sprang into being 
the New York lawyer again “horned in” 
and was voluntary counsel for that com- 
mittee. Undoubtedly, it was Mr. Unter- 
myer who suggested to the committee 
that large sums were being raised in the 
insurance district for the re-election of 
Mr. 
men of prominence and standing in the 
community, Hendon Chubb, marine in- 
surance man, and Senator W. J. Tully, 


Coolidge. Anyway, two insurance 


general solicitor of the Metropolitan 
Life, were obliged to give up an entire 


day for a journey to Washington to 


testify before the committee. A story 
about it in the news columns of this 
paper shows that it was a cold trail 


which the La Follette hunters were fol- 
lowing. Senator Tully started to solicit 
funds for Coolidge in the building of 
the 
over 8,000 employes and more than sixty 


Metropolitan Life where there are 


officers. He just tackled the officers. 
At the end of the funds’ pursuit 
he managed to collect $160, but to 


make the sum look respectable for his 
old friend, Charles D. Hilles, one of the 
Republican party wheelhorses, he added 
$500 of his own money and sent a check 
for $660. 

Senator Tully spent $50 on his Wash- 

trip, which he did deduct 
the $660 check. Despite the fact 
that he had collected what was a pittance 
in the party’s funds; had taken a day 
off from the 
satisfy the committee’s curiosity about 
campaign contributions; and paid his 
own railroad fare and expenses, Senator 


ington not 


from 


Metropolitan in order to 


Caraway was not only curious but in- 
sulting in the manner of his interroga- 
tion. He asked most 
sinuating questions 


and in- 
the Metro- 
politan Life and its death claim paying 


unfair 
about 


record, queries which had nothing to do 
with the subject under review and were 
based upon an ignorance which was 
overwhelming. If Senator Tully had re- 
sented the insult in a manner somewhat 
the 
Caraway’'s colleague had resented an al- 


similar to way in which Senator 


leged slight on a golf course no one 
would have blamed him very severely 
for loss of temper. As it was Senator 


Tully and the insurance business emerged 
from the affair with credit, but what a 
cheap outfit are some of the nation’s 
representatives in Washington! What 
satisfaction do they obtain 
from handling responsible and respected 
citizens as they do, taking up their time 
on wild goose chases and showing them 


particular 


such little consideration ? 


“NEWSPAPER INSURANCE” GAIN- 
ING HERE BUT FADING IN 
ENGLAND 
While daily newspapers in this coun- 
try are making new contracts with in- 
surance companies to furnish a limited 
accident and health insurance cover as a 
boost of circulation the vogue of this 


kind of insurance in Great Britain, 
where it had its start, is waning. “Edi- 
tor and Publisher,” the leading journal 


of the daily newspaper fraternity, makes 


this comment in its current issue rela- 


tive to the newspaper insurance: 
All) British reduced 


the benefits of press insurance schemes, 


newspapers have 
climinating sickness and small accidents 
in the home, and it that 


re- 


is predicted 
there will shortly be increased 
strictions. 

Newspaper insurance has had a_sen- 
sational run as a circulation maker in 
England for the past three years. 
tracts were made for stated periods 
and the premium was regulated by in- 
creased sales. One paper vied with the 
others in giving increased premiums and 
in this hot competition hundreds of 
thousands of pounds were paid to bene- 


ficiaries. 


Con- 


Circulation leaped in many instances 


by the 
presently 


hundreds of thousands, but 

publishers discovered that 
much of this new business was artificial, 
as it gave small corresponding value to 
advertisers. The public was found buy- 
ing four or five newspapers and reading 
one. 

Evils also grew up, and it is estimated 
by one authority that 60% of the claims 
sent in fraudulent. As English 
newspapers are now tapering off on in- 
surance they 


were 


schemes, are applying 
methods which get newspapers into the 
hands of people who take them to read, 
and there been some 
heavy circulation declines it is said that 


publishers are better satisfied. 


although have 


DEFENDS HIS BROTHER 
Superintendent Hyde Says That Gover- 
nor Hyde Did Not Try to Hold Up 
Life Insurance Merger 
Ben C. Hyde, insurance superintendent 
of Missouri, has denied that the merger 
of the Liberty National Life Insurance 
Company of Cape Girardeau, Mo., with 
the Mountain States Life Insurance 
Company of Denver, Colo., had been held 
up by his department to permit his 
brother, Governor Arthur M. Hyde, to 
dispose of 250 shares of stock in the 

former company. 

“The merger was put through as a 
regular matter of routine,” said the 
superintendent. It was delayed a week 
until a St. Louis man who owned stock 
in the Liberty National had time to 
present evidence he wished to have be- 
fore us and to investigate the merger.” 

The “Post-Dispatch,” in commenting 
editorially on the incident, says that it 
appears that Governor Hyde got $25 a 
share for his stock while the other stock- 
holders got $8. That statement was in- 
dignantly denied. 

Walter Chorn, well-known Kansas 
City attorney, handled the transaction 
for Governor Hyde and it is commented 
on that on various occasions Mr. Chorn’s 
law firm has given advice to the insur- 
ance department on legal matters, while 
the counsel of Attorney General Jesse 
W. Barrett, the legal advisor of the 
executive heads of the state, has not 
been sought. 


SUPPORT CONTINENTAL LIFE 


Home Office and Field Both Stand Back 
of President Burnet in Saulsbury 
Faction Fight 

Asked by The Eastern Underwriter 
for a statement concerning the efforts 
of a faction headed by George E. Sauls- 
bury to obtain stock control of the Con- 
tinental Life of Wilmington, President 
Philip Burnet said: 

“Mr. Saulsbury is alone in his fight. 
The entire company, directors, officers, 
agents and employes are a unit, not only 
in opposing Mr. Saulsbury, but in sup- 
porting the present management, which 
I think should make it clear that there 
can be no doubt as to the outcome. Mr. 
Saulsbury is the holder of about 5% of 
our stock and he and Mr. Cooper have 
obtained options, we understand, on 4% 
or 5% more, making a total of approx- 
imately 10% in all. Of the remaining 
00% by far the larger part is either 
owned, controlled or will follow the 
present management.” 

Mr. Saulsbury was formerly a_ vice- 
president of the company, but has not 
been an officer since last July. 





Henry Dayton, of Greenwich, Conn., 
an insurance agent, celebrated his nine- 
tieth birthday recently. A dinner was 
given which was attended by 186 persons. 
He started his career with the old 
Broadway Insurance Co. For the last 
thirty-five years he has been an agent 
at Greenwich and an insurance broker 
in New York. He has always taken an 
interest in school work. 





THE HUMAN SIDE 











CORINNE V. LOOMIS 





Miss Corinne V. Loomis, one of the best 
known insurance women in the United 
States, has gone with the Paul F. Clark 
agency of the John Hancock Mutual 
Life, Boston. She will be manager of 
the women’s department of that agency. 
Miss Loomis was graduated from Mount 
Holyoke College in 1911 and in 1918 she 
went into life insurance. She is not only 
a most intelligent and successful sales 
woman, but she has considerable literary 
ability which was disclosed to the fra- 
ternity by a number of articles on the 
subject of life insurance which came 
from her pen. 

x * 

Dr. Eugene F. Russell, associate medi- 

cal director of the Mutual Life of New 


York, is planning to visit the North 
Carolina agency headquarters of the 
company at Charlotte some time this 


month for the purpose of reviewing any 
cases that need to be reviewed and to 
look after any other matters requiring 
his attention. 
kk Ok 
T. Louis Hansen, vice-president of the 
Guardian Life, has been added to the 
programme of the Inter-City Conference 
at the Hotel Adelphia, Philadelphia, to- 
morrow. 
* Ok Ok 
John W. Marden, manager of the plate 
glass department of the United States 
Casualty, left the city Wednesday for 
a week's agency trip in the New Eng- 
land states. 
kok Ok 
William F. Davis, assistant secretary 
of the New England Mutual Life, and 
Mrs. Davis recently celebrated their 
golden wedding anniversary in which the 
entire home office staff joined. Mr. 
Davis also recently celebrated the fifty- 
fourth anniversary of his connection 
with the company. He had been mayor 
of Woburn, where his home is for sev- 
eral terms. ae Oe 


George Kuhns, president of the Bank- 
ers Life of Des Moines, is one of the 
few presidents of life insurance com- 
panies who started in the field carrying 
a rate book He has been connected 
with the Bankers Life for thirty years. 
He did some important legislative work 
for the company and was made field 
manager, then second vice-president, 
vice-president and was elected to the 
presidency in 1916. 

* ok 

S. B. Ackerman has been appointed 
Assistant Professor of Insurance of the 
New York University. 

* *k x 


Frank A. Fleming has accepted a posi- 
tion as chief accountant with the Lum- 
ber Mutual Casualty Insurance Company 
of New York. 
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Insurance Certificate 
Is Insurance Policy 


RULING BY FEDERAL JUDGE 


Decision Follows Litigation Over Fail- 
ure of Shipper to Deliver Cargo 
of Coal 





A certificate of insurance is just as bind- 
ing a contract as is a policy of insurance. 

That in a nutshell is a decision made by 
l‘ederal Judge Hand, New York, in a case 
just reported involving a “C. 1. F.” con- 
tract, (Certificate Insurance and Freight). 

The case is that of Kunglig-Jarnvags- 
styrelsen V. Dexter, 299 Fed. 991, Advance 
Sheets of September 18, 1924. It involved 
a cargo of coal on which it was declared 
there was a breach of contract. The de- 
fendant sold and the plaintiff bought a 
cargo of coal at an agreed price per ton, 
“said price including cost, insurance and 
freight upon said coal prepaid to the port 
of Malmo.” 
_ The price was to be paid against de- 
livery in New York. The complaint al- 
leged that the plaintiff established a letter 
of credit with a New York bank, in which 
it instructed the bank to pay the price on 
receipt of invoice, shipping documents or 
policies of insurance; that the bank, con- 
trary to instructions, paid the purchase 
price without demanding policies of in- 
surance, and received in lieu thereof only 
a certificate of insurance declaring under 
the hand of defendant’s insurance broker 
that insurance had been underwritten in 
London for a account of defendant; that 
under the law of England such a certifi- 
cate was not a policy of insurance within 
the meaning of such a contract of sale; 
that the coal was lost at sea and that 
the plaintiff had paid the bank; that the 
insurance broker had not taken out any 
insurance when the certificate was issued 
to the bank.” 

“This raises the general question of 
how far the usage contradicts the language 
of the contract. ‘Insurance’ certainly does 
not literally mean a ‘policy of insurance.’ 
When the buyer has a policy of insurance 
awaiting his demand and covering the loss, 
and that alone, why should the situation 
be thought to contradict a contract giving 
him only ‘insurance’? Is it less insurance 
because, though he has received symbolic 
delivery of the policy and actual delivery 
of the document which controls its produc- 
tion, he has not the policy itself? I must 
own that I cannot see why.” 





BOSTON BROKERS MEET 


Fifty brokers attended the annual meet- 
ing last week of the Insurance Brokers 
Association of Massachusetts held in Bos- 
ton. William F. Macy was _ re-elected 
president. Other officers are Clement 
Paquette, first vice-president; Stephen E. 
Barton, second vice-president; Roswell C. 
Fithian, treasurer, and William L. Howard, 
secretary. Commissioner Wesley E. Monk, 
Edward C. Stone, counsel of the Massa- 
chusetts Casualty Underwriters Associa- 
tion, John W. Downs, manager of the 
Insurance Federation, and William B. Med- 
licott, president of the Insurance Library 
Association, were among the speakers. 


TO SPEND WINTER IN MIAMI 
Miss Lynda N. Hankin, formerly in the 
fire insurance business in Buffalo, and 
friend of many special agents, sailed for 
Miami, Fla., this week on the “Lenapa.”’ 
She has been engaged in literary work 
since leaving the agency business. 





COSTA RICA LOSSES SEVERE 


It is reported that losses in Costa Rica 
have been heavy. 


Rochester Chamber 
Attacks Fire Rates 


PAVIOUR DEFENDS CHANGES 





Prominent Agent Says New Schedule 
Allows for Rate Reductions If As- 
sureds Make Improvements 


Insurance men in Rochester, N. Y., re- 
cently protested against an article 
printed on the front cover of the Ro- 
chester Chamber of Commerce bulletin 
with the heading, “Have Your Insurance 
Rates Been Increased?” In this article 
it said that: “We are informed that the 
State Board of Fire Underwriters has 
had a new schedule for fire insurance 
rates approved by the State Department 
of Insurance. We are also informed 
that the new schedule is being applied to 
Rochester and that in many cases the ad- 
vance is burdensome. Instances of al- 
most doubling the present rate have been 
reported. 

“The excellent record of Rochester as 
a fire risk and the financial situation of 
the insurance companies would indicate 
that a sharp advance in their rates can- 
not be justified,” continues the article. 
“We would like to know if your rates 
have been increased. We would like to 
know if they have been lowered. What 
further steps will be taken must depend 
upon the replies resulting from this an- 
nouncement.” 

“This is a most unfair attack upon 
the insurance men in Rochester,” said 
Ernest A. Paviour of the insurance firm 
of R. S. Paviour and Son. “Had the 
Chamber of Commerce called on the 
telephone any insurance firm in the city 
it could have learned that the revision of 
the fire insurance rates on business prop- 
erty in Rochester is a movement in direct 
line with the Fire Prevention Campaign 
which the Safety Council has been con- 
ducting. The new provisions will offer 
an inducement to the business man to 
clean up his place and do away with 
avoidable fire risks and in the end will 
have the effect of lowering rates in Ro- 
chester as the insured get into line.” 

Mr. Paviour pointed out that the Com- 
merce article was not calculated to bring 
adequate information on the operation 
of the new schedule as those who had 
received increases because of the hazard- 
ous conditions maintained in their build- 
ings, would not fail to answer the query 
of the chamber, while those who had 
been given lower rates were less likely 
to give information to that effect. 








NEW PAWTUCKET AGENCY 


James S. and Walter C. Newell, for 
many years associated with Starkweather 
& Shepley in Providence, resigned Novem- 
ber 1 to open an agency of their own in 
Pawtucket with the representation of the 
National of Hartford, Phoenix of England, 
and the North British & Mercantile. 
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U. S. MANAGER IN CONGRESS 





Franklin W. Fort of Baltic and Two 
Other Companies Wins at Polls, As Do 
T. F. Appleby and Hamilton Fish 

Franklin W. Fort, United States man- 
ager of the Baltic Insurance Co.; vice- 
president of the New Jersey Insurance 
Co.; and secretary and manager of the 
Eagle Fire Insurance Company of New- 
ark, was elected to Congress this week 
from the 9th district. 

T. F. Appleby, an insurance agent from 


Asbury Park, was re-elected to Con- 
gress. ; : 
A third insurance Congressman 1s 


Hamilton Fish, Jr., of John C. Paige & 
Co,. New York. 

M. J. Kennedy, of Yorkville (86th 
Street), who has voted against state fund 
propositions, was re-elected to the New 
York State Senate. 





GENERAL SPREADING OUT 
The General Fire of Seattle has applied 
for admission to Ohio, Indiana and Mis- 
souri. The company has operated for some 
time in Illinois and as yet is non-affiliated. 





J. A. KELSEY, President 





STANDARD 
INSURANCE COMPANY 


OF NEW YORK 
Statement December 31, 1923 





CAPITAL ie a5 ee . — $1,000,000.00 
LIABILITIES _. : F : . 346,885 

NET SURPLUS , : ~ « « « «  1,083,573.96 
TOTAL ASSETS eI ere rec , .  2,430,459.78 





Head Office: 45 John Street, New York 


GEO. Z. DAY, Seeretary 
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Advantageous 
Agency Openings 


resent—a powerful organization, reliable serv- 
ice and a full line of desirable policies offering 
protection on property and commercial ac- 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


1711 Chestnut Street, Philadelphia, Pa. 
508 Walnut Street, Philadelph'a, Pa. 
209 West Jackson Boulevard, Chicago, Ill. 
125 Trumbull Street, Hartford, Conn. 
204-14 Pine Street, San Francisco, Cal 
Trust Company of Georgia Build 
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KENLON TURNS AUTHOR 


Chief of New York Fire Department 
Writing Five Articles in “Herald- 
Tribune;” Began Last Sunday 
John Kenlon, chief of the New York 
City fire department, is writing a series 
of articles in the New York “Herald- 
Tribune” on New York fires. He has 
personally fought 50,000 fires. For every 
half hour of the day there has been a 
fire within the limits of the city. There 
are 6,100 firemen on the metropolis pay- 
roll. On a single day last year there 
were 170 outbreaks of fire and the num- 
ber for the year was in excess of 20,000. 
The material in Chief Kenlon’s articles 
consists of a description of a number of 
fires illustrating the heroism of the mem- 
bers of the department. The first article 

was published last Sunday. 


CHICAGO FIRE COURSES 

The three courses in fire insurance 
offered by the Insurance Club of Chicago 
in evening classes will begin November 6. 
A number of the most prominent western 
insurance men have been scheduled for 
lectures in the “senior” course, including: 
J. P. Buennemann, assistant manager of 
the Western Adjustment Co.; James B. 
Cullison, of the Aetna-Springfield-North 
America combination; Benjamin Richards, 
manager of the Underwriters’ Service 
Association; J. A. Neale, chief engineer 
of the Chicago Board of Underwriters ; 
Ernest Palmer, general manager and coun- 
sel of the Chicago Board of Underwriters, 
and J. S. Templin, assistant manager of 
the Western Actuarial Bureau. 





BACK FROM HAITI 
George Harrington, manager of the 
metropolitan loss division of the Home 


Insurance Company, 
Haiti. 


has returned to 
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Cold to Campaign Funds 


(Continued from page 1) 


about “slush funds” and other information 
to help their candidate. 

Mr. Chubb was called to the stand and 
examined by Senator Caraway of Arkansas, 


Samuel Untermyer, counsel for the com- 
mittee, not being in Washington on that 
day. The examination lasted about four 
minute The bulk of Mr. Chubb’s testi 


mony was that he had raised a few hundred 
dollars from other marine men and had 


made a personal contribution of $1,000. 

“You have a _ brother,” queried the 
»enator. 

“T have, Mr. Percy Chubb.” 

“And what did he contribute?” 

“He contributed $5,000.” 

“Well, don’t you include that in the 
‘few hundred dollars’ item?’” 

“No. He contributed $5,000 to the cam- 


paign of Mr. Davis, who is 
friend of his.” 

Mr. Chubb was excused. The “slush 
fund” hounds were very much disappointed 
as Mr. Chubb stands remarkably high in 
marine insurance circles and if anybody 
ould collect funds down in the marine in- 
district it is he. 

Tully’s Retort 
William J. Tully of the Metropolitan 
Life, was then called to the stand, and had 
not been testifying a minute before he was 
insulted by Senator Caraway of Arkansas. 


a personal 


urance 


The other member of the committee pres- 
ent was Senator Bayard of Delaware. 
Samuel Untermyer was in Chicago 
(voluntary counsel for committee) but 


rank P. Walsh was present as counsel 
for the committee. The examination was 
as follows: 

Senator Caraway: What company do you 
represent ? 

A.: The Metropolitan Life Insurance 
Co. 

Q.: What are your duties with that 
company ? 

\.: I am general solicitor—head of the 


legal div ision, 


Q. Oh! I suppose it is your job after a 
man dies, when he has paid his premiums 


for years to tell his representatives that 
there is no claim. 

A.: Quite the contrary. Part of my 
duties are to superintend the payment 


of upwards of 1,500 claims a day and to 
keep our percentage of rejection of claims 
down to 1/20th of 1% per annum. 

Mr. Walsh: You are with the big in- 
dustrial company, are you not, that lives 
on poor people? 

Yes, the Metropolitan Life writes 
Industrial insurance and a lot of it, but 
we are also the largest writers of Ordi- 
nary insurance. 

().: How did you come to collect money 


from the life insurance officials? 
A.: I did so at the request of Mr. 
Charles D. Hilles, also an insurance man, 


and a personal friend of mine. 

().: How much have you collected for 
Coolidge from the Metropolitan Life In- 
surance Company ? 

A.: [ sent the committee $660, of which 
$500 represented my own personal con 
tribution. Before I was made chairman 
of the life insurance committee, Mr. 
lrederick H. Kcker, vice-president of the 
Metropolitan Life and president of the 
Chamber of Commerce, had sent his check 
for $1,000 direct to the committee, and so 


the total contribution of the Metropolitan 
Life people was $1,660. 
).: What about the New York Life? 
A.: Darwin P. Kingsley, president of 
that company, let it be known that he 
would receive contributions for the 
Coolidge campaign, and he sent a check 


for $880, of which $300 was his own con 
tribution. 

().: What was done at the Mutual Life? 

A.: I got in touch with President 
Charles A. Peabody who delegated George 
C. Turner, an assistant treasurer of 
company, to receive subscriptions. A small 
amount was raised. 


the 











‘Royal Exchange Assurance” 


Fire and Automobile Lines 


Car & General Insurance Corporation, Limited 


Automobile Liability Insurance 
83 MAIDEN LANE, NEW YORK 

















O. J. PRIOR, President 





INCORPORATED 1868 


The Staderd Fire Insure Ca. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 











Mr. Tully was on the stand about four 
minutes in all and it will be seen that 
there were no “headlines” in his testimony. 
He had nothing to say that was worth a 
headline. 


Along William Street 


The committee did not call E. C. Jame- 


son, president of the Globe & Rutgers, or 
Kloyd N. Dull, manager here of the Com- 
mercial Casualty. Mr. Dull had been asked 
to raise funds among the casualty people 
and at his suggestion Mr. Jameson was 
appointed head of a committee. Mr. Jame- 
son’s principal activity was to start a 
movement for the organization of a 


Coolidge and Dawes cluy among insurance 
men and it was a successful movement, 
about 5,000 joining, including fire and 


casualty men and brokers. The club did 
not average one dollar per member in 
subscription; In fact, the entire subscrip- 
tion from fire, casualty and marine was 


about $6,000. 


The Life General Agents 


Another fund raising movement was that 
launched by the life insurance general 
agents of the city with Peter M. Fraser, 
manager of the Connecticut Mutual as 
chairman, and its subscription topped 
$4,000. 

There is a lot of insurance money along 
William Street and Broadway, but this 
story proves that the political parties got 
very little of it. 


ALDINGER SUCCCEEDS LONG 

J. D. Aldinger, special agent of the 
Automobile, has been appointed to suc- 
ceed W. FF, Long, former supervising 
special agent for the middle-western Penn- 


sylvania territory for both the Automobile 
and the Fire & Marine Underwriters. Mr. 
Long resigned early last month. Mr. 


Aldinger’s headquarters are in the Harris- 
burg branch office. 





LOYAL TO FRIENDS, AND 






TO LOYAL AGENTS, LOYAL 








Neal B 
John Ka Pres. and Treas. 
Waite ~~ "Bilvem Vico-Pres. and Weet. Mgr. 


, Secretary 
Welle t. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 


ef Newark, N. J. 


Orgenised 1855 


Statement Jaowary 1, 1924 
ASSETS AND LIABILITIES 
Canital......<.8 *$3,000,000.00 


Reserve Reinsear- 
ance Fund and 
Reserve for all 
other liabilities. 


Net Surplus... 


8,181,979.10 
*3,501,619.22 





seen . -$14,683,598.22 


Policyholders’ Surplus, 
$6,501,619.22 


“As changed April, 1934. 





too-Pres 
John Kay, Vice-Pres. and Treas. 
Waite Bitven, Vice-Pres. and West. Mgr. 
Davis G. Vaughan, Seeretary 
A. H. H , Secretary 
Wells T. Basectt, Secretary 


THE 
GirardF.«M. 


INSURANCE CO. 


ef Philadelphia 


Organised 1853 
Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
ether liabilities.. 


Net Surplus. . 


2,949,854 30 
.. 1,075,257.03 





oo eee .- » -$5,025,111.42 


Policyholders’ Surphus, 
$2,075,257.03 











Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Walte Bliven, Vice-Pres. and West. Mgr. 
John A. Snyder 


MECHANICS 


INSURANCE CO. 


ef Philadelphia 
Organized 1854 


Statement January 1, 1924 
ASSETS AND LIABILITIES 


Capital ...6.6665 $ 600,000.00 
Reserve Reinsur- 

ance Fund and 

Reserve for all 

other liabilities... 2,206,445.08 
Net Surplus.... 865,373.90 





Total .........$3,673,818.99 


Policyholders’ Surplus, 
$1,465,373.90 


























Vice-Pres. and Weet. Mgr. 


Hag A. Hathaway, Seoretary 
H. Hassinger, Caceer 


Walle Baseett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 


Organised 1866 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 
Reserve Rednsur- 
ance Fund and 
all other Mabdili- 
Mk cea heeres 


Net Surplus ....1,819,295.35 





Total .........$4,757,541.29 


Surplus to Policyholders, 
$1,819,296.35 











LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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Heads Clerks’ Mutual 
Benefit Association 


NEW HONOR FOR C. L. PURDIN 


Association Organized More Than Half 
Century Ago; Operated for Sole 
Benefit of Its Members 


Charles L. Purdin, assistant manager 
of the Liverpool & London & Globe, 
and manager of the metropolitan depart- 
ment of that company, has been elected 
president of the Insurance Clerks’ Mu- 
tual Benefit Association of New York 
City, succeeding the late A. M. Thor- 
burn. 

Mr. Purdin is one of the best liked 
and respected insurance men in the East 
and has had a long experience in the 


C. L. PURDIN 


business. At various times he has been 
chairman of the arbitration committee of 
the New York Fire Insurance Exchange 
and also chairman of the executive com- 
mittee of that body. His early experi- 
ence was with the Commercial Union 
with which company he spent a number 
of years, going to the Nord+Deutsch as 
assistant manager. He came to the 
Liverpool & London & Globe to be its 
New England underwriter and on Jan- 
uary 1, 1921, was made metropolitan 
manager; in July of that year being also 
made assistant manager of the company. 
He is chairman of the Library Commit- 
teee of the Insurance Society of New 
York and is also active in the Blue 
Goose, holding the position of Custodian 
of the Goslings. 

Other officers of the clerks’ benefit 
association are these: Vice-president, 
William M. Tomlins, Jr., vice-president 
of the American Surety Company; Cor- 
responding Secretary, William P. Young, 
general manager of the National Auto- 
mobile Underwriters’ Conference; Re- 
cording Secretary, Willard L. Chambers, 
local secretary of the North British & 
Mercantile, and ‘Treasurer, Frank D. 
Denton, assistant secretary of the At- 
lantic Mutual. Bennett Ellison, of Hoey 
& Ellison, was elected a director, to suc- 
ceed Mr. Thorburn. 

The association was organized more 
than fifty years ago, and during the 
last fifteen years has enjoyed a marked 
growth in membership and _ financial 
strength and stability. It has an honor- 
able record for settling its claims 
promptly, the death benefit of $1,000 be- 
ing payable within ten days of the filing 
of satisfactory proofs of death. This, in 
conjunction with the fact that it is not 
operated for profit, but for the sole 
benefit of its members, affording them 
protection at actual cost, has made the 
Insurance Clerks’ Mutual Benefit Asso- 
ciation one that is immensely popular 
with insurance people. 





Praises Competitors 
in Advertising Copy 


NEW ONE FROM THORSEN FIRM 





Mention Names of Rival Brokerage 
Concerns and Say They Can Do Same 
Thing That Thorsen & Thorsen Can 





Thorsen & Thorsen, insurance agents 
and brokers of 52 Vanderbilt Avenue, 
New York, one member of which is 
J Mitchel Thorsen, a very good pro- 
fessional publicity man, have a page ad 
in “Printer’s Ink,” one paragraph of 
which attracted considerable attention 
along William Street because of the fol- 
lowing paragraph: 

“We are in the insurance business, not 
only to increase our own resources but 
to help insurance generally. We are not 
the only good brokers anyway. There 
are, for instance, such concerns as Davis, 
Doland & Co.; Marsh & McLennan; 
Johnson & Higgins; T. R. & H. N. Fell, 
and Hamilton & Wade. They are all 
able and willing, just as we are, to go 
over your insurance policies and sug- 
gest—without obligation—any possible 
improvements. 

“If you are not now being well served 
in your insurance matters ask for Van- 
derbilt 2813. We can help you.” 

In talking to some insurance people 
about their direct ad campaign Thorsen 
& Thorsen were informed that they 
would gain nothing by such advertising. 
Whereupon, after telling about this inci- 
dent Thorsen & Thorsen say in their ad: 
“We hope our friends are wrong.” Any- 
way, they decided to “go to it” and ad- 
vertise. 


PHILA. APPOINTMENTS 
The Philadelphia Fire Underwriters’ 
Association announces the appointment of 
R. K. S. Allebach for the Columbia Fire, 
and that Leach, Chase & Co. for the Man- 
hattan Fire & Marine. 


Investment Letter on 
General Reinsurance 


STOCK SELLING AT $909 A SHARE 





Statement of Company’s Financial Re- 
sources; Many Insurance Men 
on Board of Directors 





Investment houses are offering for $90 
a share stock in the General Reinsur- 
ance Corporation, which has 40,000 shares 
(of which 9,600 are held in escrow) and 
which have a par value of $25 each. 

In the literature sent out by the in- 
vestment houses the following summary 
of facts relative to the General Rein- 
surance is given: 

“In October, 1923, the control of this 
company was purchased from English 
holders by an American syndicate. The 
existing treaties were cancelled and the 
management and business of the com- 
pany reorganized. The resources of the 
company were recently increased by the 
sale of 16,000 shares of capital stock to 
provide for the growth of the business. 

“Of the total of 40,000 shares of stock, 
4,600 shares were placed in escrow, to 
revert to the former owners in the event 
that the liquidation of the old business 
results in the realization of a surplus 
above the net value at which the business 
was carried on the books. In this event, 
such escrow stock may be issued at the 
rate of one share for every $75 of sur- 
plus so realized. Any escrow stock not 
so issued will revert to the company for 
its general purposes. It is estimated that 
the surplus so realized will be in the 
neighborhood of $300,000, which would 
result in the issue of approximately 4,000 
shares out of the stock in escrow, making 
a total of 34,400 shares in the hands of 
the public. 

“The accompanying statement as of 
September 30, 1924, after giving effect to 
the recent financing, shows total excess 
of assets over liabilities of $2,215,452. 














WESTERN DEPARTMENT 
G. R. STREET, Vice-President 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, Ill. 








Great American 
Insurance Company 


—- NowPork > 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1924 
CAPITAL 


$12,500,000. 


RESERVE FOR ALL OTHER LIABILITIES 


21.316 


NET SURPLUS 


12,465, 360. 86 
46,282,041.02 


LOSSES PAID POLICY HOLDERS 


$154,469,515.82 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS | 


$24,965,360.86 


Home Office, One Liberty Street | 
New York Gity 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT 
NEW YORK—Wwm. H. McGee & Co., 
SAN FRANCISCO— George L. West. M ter, 220 S Street 


CHICAGO— Wa. H. MoGee & Co.,Gen’'l Agts., Soouranae Exchange Bldg. 
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PACIFIC DEPARTMENT 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisco, California 


General Atents, 15 William Street 














The company carries a contingent re- 
serve for possible unknown losses of 
$100,000. In addition, it is estimated 
that there are unearned premium and 
loss reserve equities of approximately 
$585,000 (including that part of the $300,- 
000 estimated surplus from the old busi- 
ness above referred to which has not 
yet been realized). This gives a total 
estimated net asset value of approxi- 
mately $2,900,000 applicable to 34,400 
shares of stock, or over $84 per share. 

“The company will have investment in- 
come from its security holdings of at 
least $200,000 per annum, and these hold- 
ings should increase with the expected 
growth of the business. On the basis of 
previous experience, it is estimated that 
the earnings from underwriting opera- 
tions should be not less than $230,000 
per annum, making total earnings of 
$430,000 per annum, or $12.50 per share 
on $34,400 shares of stock. 

“The management of the company in- 
cludes executives of broad experience 
in the insurance field, who have brought 
to the company a material volume of 
profitable business controlled by them. 
The underwriting results obtained from 
this business have been entirely satis- 
factory to date, and the outlook is for 
further substantial increases both in vol- 
ume of business and in profits.” 


The Board 


The board of directors of the General 
includes the following insurance men 
and insurance lawyers: Carl M. Hansen, 
vice-president and general manager of 
the company; J. Scofield Rowe, presi- 
dent of Metropolitan Casualty; H. L. 
Rodgers, vice-president of Appleton & 
Cox; Robert Van Iderstine, president 
of International Fire & Marine; C. Her- 
bert Miller, vice-president of General 
Reinsurance; Wendell P. Barker, lawyer; 
James J. Hoey, of Hoey & Ellison; 
Thomas E. Sears, New York and Bos- 
ton broker; and J. G. White, president 
of General and president of J. G. 
White & Co. 





THOMAS A. RALSTON DIES 


Former Sub-Manager of Northern As- 
surance for Many Years and Later 
a Broker Passes Away 

Thomas A. Ralston, sub-manager of the 
Northern Assurance at the New York 
office from 1896 to 1919, and since that date 
an insurance broker, died at his home in 
Brooklyn Saturday evening following a 
general breakdown in health. He was 
nearly seventy years of age and had been 
in the insurance business since 1883, Prior 
to becoming a clerk in the New York 
office of the London & Provincial that 
year Mr. Ralston had been connected with 
a commercial house in Baltimore and New 
York. 

After serving also with the United Fire 
Reinsurance Mr. Ralston in 1889 became 
chief clerk in the office of the Northern 
Assurance and in 1896 was appointed sub- 
manager. He was retired in 1919 on a 
pension along with George W. Babb, then 
manager, following which he opened his 
own brokerage office. During his active 
years in fire insurance Mr. Ralston was 
vicerpresident and president of the New 
York Board of Fire Underwriters and also 
president of the Insurance Society for two 
years. He had a very kindly personality 
and was well-liked by the many insurance 
men who knew him well. Mr. Ralston is 
survived by Mrs. Ralston and a_ son, 
Jordan, who was his partner in the brok- 
erage business. 








DETROIT FOUR AGENCY RULE 

The four-agency rule effective in Chi- 
cago October 23, has met with such success 
that other cities are now launching plans 
for limitation confident of equal success. 
A four-agency limitation became enforce- 
able in Detroit November 1, and involved 
considerable releasing of agencies by some 
companies. A similar rule is being con- 
sidered in Los Angeles. 
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Timeliness 


There is probably no By the same token he is 
other business or industry awake to every local or 
where timeliness in selling national happening that 
effort plays as prominent can be construed as a les- 
a part as in fire insurance 


; son carrying with it the 
and its allied lines. 


need for insurance. 
The successful insurance 
agent follows up every 
fire with sales of new fire 
insurance policies. 


Take advantage of every 
such opportunity. There 
is no lack of them. 
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Connecticut Ready for 
Insurance Day, Nov. 12 


PREPARE ELABORATE PROGRAM 


Presidents of AZtna Life, Hartford Fire 
and Travelers to Speak; Fire and 
Life Agents to Meet 





Connecticut insurance agents are set 
for Insurance Day, November 12, when 
all branches of the business will join in 
an elaborate program in Hartford to 
celebrate the growth of insurance in 
that state. In the morning the annual 
meeting of the Connecticut Association 
of Insurance Agents will be held at the 
Travelers’ office and a special meeting 
of the Connecticut Life Underwriters’ 
Association will be held at the Phoenix 
Mutual Life office. At a complimentary 
luncheon at noon visiting commissioners 
and guests will speak. 

In the afternoon addresses will be 
given by Insurance Commissioner How- 
ard P. Dunham, of Connecticut; Presi- 
dent Edward S. Doten, of the Life Un- 
derwriters’ Association; President Henry 
C Seydel, of the Connecticut Field Club; 
President Donald G. North, of the local 
agents’ association; President Louis F. 
Butler, of the Travelers, representing 
casualty companies; President Richard 
M. Bissell, of the Hartford Fire, repre- 
senting the fire companies; and Presi- 
dent Morgan B. Brainard, of the Aétna 
Life, representing the life companies. 
Hon. George B. Chandler, former state 
compensation commissioner and _ secre- 
tary of the Connecticut Chamber of 


Commerce, will talk on “Insurance and 
the Public.” 
James L. Case, of Norwich, will be 


the toastmaster at the banquet in the 
evining. Mr. Case was formerly presi- 
dent of the National Association of In- 
surance Agents. Among the speakers 
will be Mayor Norman C. Stevens, 
Ernest Palmer, manager of the Chicago 
Board of Underwriters, and Harry I. 
Atwood, of Chicago. 

Executive Committee in Charge of 

Insurance Day 

Chairman, James L. Case, Norwich, for- 
mer president of the National Association 
of Insurance Agents. Secretary, Donald 
G. North, New Haven, president, Connec- 


ticut Agents’ Association. Robert J. Sul- 
livan, secretary, Travelers, Hartford. 
Ralph B. Ives, president, Aetna, Hart- 
ford. Winslow’ Russell, vice-president, 
Phoenix Mutual Life, Hartford. Walden 
M. Howe, special agent, Northern Assur- 
ance, secretary, Connecticut Field Club, 
Hartford,’ Conn. Lee C. Robens, general 
agent, New England Mutual Life, Hart- 
ford. Charles KE. Puffer, Waterbury, 
Conn., former. president, Connecticut 


Agents’ Association. 
General Committee 


Connecticut Association of Insurance 
A gents— 
Charles E. Puffer, Waterbury. 


Case, Norwich. 
North, New Haven. 


James L. 
Donald G. 


Connecticut Life Underwriters’ Associa- 
tion- 
Lee C. Robens, general agent, New 
England Mutual Life, Hartford. 
Clayton W. Welles, Phoenix Mutual 
Life, Hartford. 

C. Gilbert Shepard, Aetna Life, Hart- 
ford. 

Connecticut lield Club 

Walden M._ lTlowe, special agent, 
Northern Assurance, Hartford. 

Henry C. Seydel, special agent, Home, 
New Haven. 

Charles J. Bauerle, Jr., special agent, 
National Fire, Hartford. 


Casualty Companies— 
Robert J. Sullivan, secretary, Travelers. 
Charles H. Remington, vice-president, 
Aetna Life. 
Norman R. Moray, vice-president, 
ford Accident & Indemnity. 
lire Companies— 
Ralph B. Ives, president, Aetna. 
George C. Long, vice-president, Phoenix, 


Hart- 


Hartford. 
Frank D. 
tional, 


Layton, vice-president, Na- 


Hartford. 














Broad, liberal form. Rates Attractive. 


MARSH & M°LENNAN 


175 West Jackson Blvd. 
CHICAGO 


Personal Jewelry and Furs 


“ALL RISK” cover against loss or damage 
wherever located and in any situations— 











Life Companies— 


Winslow Russell, vice-president, 
Phoenix Mutual, Hartford. 

John M. Laird, secretary, Conn, General, 
Hartford. ; 
Franklin H. Searle, asst. sec., Conn. 

Mutual, rerreowd, 


INSURE PAINTINGS 


The original paintings from which a 
million official campaign posters ot 
President Coolidge and General Dawes 
were printed, had the protection, during 
transit from Dallas, Texas, to Chicago, 
of a fine arts policy covering all risks 
issued by the Automobile Insurance 
Company of Hartford. The portraits 
were the work of John Doctoroff, a Dal- 
las artist, who was summoned to Chi- 
cago last July by the Republican Na- 
tional Committee to submit his drawings. 
They were considered by the commit- 
tee with scores of others by artists from 
all parts of the country, and finally were 
accepted as the official pictures of the 
campaign. The paintings were valued at 
$3,000 each by the artist. J. W. Lindsley 
and Company, Dallas agents, acted for 
Mr. Doctoroff when the portraits were 
ready for shipment, supplying him with 
a policy covering all hazards of transit, 
including fire, flood, breakage and pilfer 
age. 


H. W. JONES WITH THE STAR 

Homer W. Jones, for the past eight 
years identified with the Boston depart- 
ment of the Liverpool & London & 
Globe, has been appointed state agent 





ance 


MASSACHUSETTS ACTS 





Illinois Agents Also Back Milwaukee 
Declaration of National Associa- 
tion of Insurance Agents 


Many additional evidences of support 
for the National Association of Insur- 


ance Agents’ stand at Milwaukee 
against companies failing to support 
principles of the national body are ap- 


Massachusetts As- 
meeting in Bos- 
ton resolution, that 
which gave utterance of fidelity to the 
National Association and united approval 
of its Milwaukee Declaration. Presi- 
dent Fred R. Smith, of Haverhill, 
succeeded Edwin J. Cole, of Fall River, 
is expected to carry on the agents’ cam- 
paign as vigorously as did Mr. Cole. 


pearing daily. The 
sociation at its recent 


passed only one 


who 


Illinois, which boasts of a large and 
association of local agents, 
has likewise climbed on the bandwagon 
behind the National Association officers. 
President O. G. Strong, a capable ora- 
tor, exhorted the Illinois agents at their 
annual meeting last week to stand up 
and give battle to companies accused of 
being inimical to their interests. Penn- 
sylvania and New Hampshire are addi- 
tional eastern states which have pre- 
viously gone on record as favorable to 
the Milwaukee Declaration. The Con- 
necticut Association meets next Wednes- 
day in Hartford and is confidently ex- 


strong state 





of the Star of America, succeeding B. pected to fall in line with the other 
W. Campbell. state bodies. 

x 

Chartered 1811 


A. R. MONROR, President 





FIRE INSURANCE COMPANY 


Newark, N. J. 


ASSETS 
$5,207,441 


SURPLUS TO POLICY HOLDERS | 
$1,921,968 


A Company With a Continuous and 
Unblemished Record of Over a Century 


Agents Wanted Where Not Represented 


T. L. FARQUHAR, Vice-President & Secretary 
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Decline With Thanks Privilege of Going 
to Nebraska to Criticise State In- 
surance Department 


The Chamber of Commerce of one of 
the important cities of Nebraska is dis- 
satisfied with the operation of the In- 
surance Department of that state and it 
has written letters to several insurance 
men of prominence asking if they will 
come to Nebraska and tell what they 
think is the matter with the department 
and make suggestions as to how it can 
operate more efficiently. The Chamber 
of Commerce in question was very much 
surprised at the answers it received. 
The men who got the letters were con- 
siderably embarrassed and immediately 
begged to be excused from testifying. 
The number of insurance executives who 
would be willing to go on the stand and 
criticise the insurance department of any 
state are few and far between. There 
are other more diplomatic ways of en- 
joying oneself. 





SHEVLIN AGENCY MOVES TO 
NEWMAN & MACBAIN’S OFFICE 
The Shevlin Agency, Inc., of 100 Wil- 
liam Street, has moved to the office of 
Newman & MacBain, Inc., at 87 Maiden 
Lane, New York City. While the two 
firms, will have their office together 
there will be no connection between 
them except that it will give each one 


larger facilities for handling their busi- 
ness. The change was effected Novem- 
ber 1. 





ALDINGER SUCCEEDS LONG 


J. D. Aldinger, special agent of the 
Automobile Insurance _ has been ap- 
pointed to succeed W. F. Leng, former 
supervising special pth ‘of the middle 
western Pennsylvania territory to both 
the Automobile and the Fire and Marine 
Underwriters. Mr. Long resigned early 
in October. The headquarters of Mr. 
Aldinger are in the Harrisburg branch 
office. 





WORCESTER AGENCIES COMBINE 

The Arthur E. Fairbanks Agency of 
Worcester, Mass., has been combined with 
the Bailey-Barnes-Burnham Company, 
Inc., also of Worcester. Mr. Fairbanks will 
transfer his business to the new agency and 
come into the new firm as part owner and 
director, having charge of the fire depart- 
ment. The new firm is known as the 
Bailey-Barnes-Burnham Co., Inc., and 
Arthur F. Fairbanks. 


NEW INSTITUTE PRESIDENT 


The Insurance Institute of London 
(Eng.) may consider itself exceedingly 
fortunate this year in having as its 


president a well-known figure like C. W. 
Reynolds, the general manager of the 
Guardian Assurance Co., Ltd. It also 
has a very able honorary secretary in 
J. A. Pollard, of the Alliance. 


COMBINES RAIN DEPARTMENTS 


The rain and flood business of the 
Hartford Fire, Western department, has 
been combined with the hail department 
under the direction of L. G. Warder, 
superintendent, and W. J. Henneman, 
assistant, following the resignation of 
W. J. Hatcher, who is going into private 
business. 


COOLIDGE AND DAWES CLUB 


The committee responsible for the 
Coolidge and Dawes Club, formed for 
the campaign which has just ended, and 
which had an enrolment of 5,000 mem- 
bers, consisted of E. C. Jameson, chair- 
man; J. Lester Parsons, F. C. Buswell, 
Henry W. Lowe, N. T. Robertson, Hen- 
don Chubb and F. N. Dull. 





Harry M. Simon, Inc., New York City, 
has been chartered at Albany with $20,- 
000 capital to engage in the insurance 
brokerage business. 
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Poor Water Supply 
Injured Sprinklers 


IN N. Y. WAREHOUSE FIRE 


New York Board Says That Sprinkler 
System in This Building Was Not 
Well Supervised 


How inefficient sprinkler systems may 
be unless well supplied with water at 
all times was well illustrated at a fire 
which occurred September 14 at 104 
Charlton St., New York, in a warehouse 


building, seven stories in height. Wil- 
liam B. White, chief inspector of the 
Bureau of Surveys of the New York 


Board of Fire Underwriters, submits the 
report of the fire in which he describes 
conditions and draws conclusions from 
the fire. His report follows in part: 

\ seven-story and basement building 
of ordinary brick construction, in good 
repair. Area 5,625 square feet. The 
walls are brick independent east and 
west, 24-20-16 inches. Front is_ brick 
above lst, supported by uprotected iron 
girders and column on Ist. Finish open. 
Roof composition on metal joisted, with 
a brick cornice. Floors are single, 1 inch 
joisted. Ceilings are open. There is one 
stairway in No. 104, basement to 7th, 
boxed on some floors with wooden doors, 
and on some floors trapped with wooden 
traps. One elevator in No. 104 enclosed 
in © in. tile shaft basement through roof, 
with thin glass on metal skylight over 
and having automatic rolling steel doors 
at Ist and substandard tin and clad fire 
doors to flors above. There is also one 
elevator in No. 106 not enclosed, but 
provided with automatic wooden traps. 
No. 104 is separated from No. 106 by a 
good fire wall with one opening on each 
floor protected by automatic tin clad fire 
doors on one side of wall only. 


Protection 

There was one cask of water and three 
fire pails at each cask on each floor. 
The building was piped for automatic 
sprinklers in 1912 and the system as in- 
stalled was not approved. There were 
numerous defects. The two most im 
portant being the insufficient size of the 
gravity tank and the lack of main- 
tenance. Some time in 1921 the gravity 
tank was removed. 


How Fought 
Upon arival of the fire department 
it is claimed they immediately connected 
a line to the street siamese connection of 
the sprinkler equipment. rhe high 
pressure system was in operation with 
one hundred and twenty-five pounds 
pressure. No water was discharged 
through the sprinkler heads and it was 
necessary for the fire department to fight 
the fire entirely with hose streams in the 
usual manner. In order to get at the 
seat of the fire a breaching was made 
in the division wall between No. 104 and 

No. 106 on the fifth floor. 


:xamination of the sprinkler equip 
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Assurance Company 
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of New York 
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Underwriters 
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ment after the fire indicated it was gen- 
erally intact, except that in the base- 
ment under the sidewalk a one and one- 
quarter inch branch pipe had been re- 
moved and the opening was not plugged. 
Smaller branch pipes on the upper floors 
had apparently been removed, but the 
pipes were capped. The gravity tank 
had been removed some three years 
prior t3 the fire and the top of the dead 
riser was plugged. The system at the 
time of the fire depended entirely upon 
the street siamese fire department con- 
nection for its water supply. Investi- 
gation revealed the fact that the control 
valve under the dry valve was tightly 
shut. This prevented the fire depart- 
ment from getting any water whatever 
into the system. The fire opened ap- 
proximately seventy-five heads and the 
collapse of the 6th and 7th floors in 
No. 106 destroyed the piping on these 
floors. 


Damage 


The sixth and seventh floors of No. 106 
collapsed and the stock on these two 
floors and on the 5th was almost com- 
pletely destroyed. The roof of this por- 
tion of the building was also destroyed. 
The stock on the lower floors of this 
section, especially the basement, is badly 
damaged by smoke and water. Ap- 
parently a large portion of the stock in 
the No. 104 side of building is damaged 
by smoke and water, but most of this 
stock is in closed cases and the extent 
of the damage cannot be determined. 


Conclusions 


Aside from the cause, the two out- 
standing feacures appeare to be, first, 
the necessity of storing paper in rolls 
so as to allow for expansion, and, sec- 
ond, the unreliability of sprinkler equip- 
ments that are not supervised. 

The regulations of the Board for Ap- 
proved Public Warehouses provide that 
where paper in rolls is stored, a 
clear space shall be left at the walls and 
colmuns to allow the bulk to expand 
freely 20 per cent. in any direction when 
wet. This allowance has appeared large 
to some of the warhousemen and from 
time to time we have found it neces- 
sary to impress upon them the impor- 
tance of observing the requirement. It 
is quite possible that if the requirements 
for expansion had not been observed in 
this fire, the damage to the building 
would have been much more severe. 

An automatic sprinkler equipment 
without adequate water supply is of lit- 
tle value and a system left to take care 
of itself soon lapses into uselessness. 
No recognition was given to the system 
as installed in this property and the fact 
that the control valve underneath the 
dry valve was found shut after the fire, 
is the reason the fire department were 
unable to get any water to the sprinkler 
heads when they connected to the 
siamese on the street. Had this valve 
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been open it is doubtful if adequate 
water could have reached the seat of 
the fire due to the opening that was not 
plugged in the branch line in the base- 
ment and it is quite probable that ad- 
ditional water damage would have been 
caused because of the water discharged 
from this unplugged opening, which was 
located remote from the fire. 


MADE ASSISTANT SECRETARY 





G. Perry Crawford Elevated to That 
Position with Glens Falls; For Many 
Years a Special Agent 
The Glens Falls announces the elec- 
tion of G. Perry Crawford as assistant 
secretary. Mr. Crawford started to work 
for the Glens Falls eighteen years ago 
and ably filled various positions in an 
office capacity and for several years was 
examiner for New England territory and 
Canada Six years ago the company 
sent him on the road as special agent in 
charge of central New York and Ver- 
mont. Having been successful as a field 
man, the company needing an additional 
officer has elected him assistant secre- 
tary, thereby increasing the Glens Falls 

official staff. 

red W. Stein, who has been in the 
employ of the Glens Falls as an exam- 
iner, having formerly been connected 
with the Commerce Insurance Company, 
has been selected as special agent to 
succeed Mr. Crawford in eastern New 
York territory with headquarters at the 
home office of the company. 
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THE HANOVER 


FIRE INSURANCE COMPANY 


Conti ly in b since 1852 


7 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 


MONTGOMERY CLARK, Vice-President 
J. G. HOLLMAN, Secy. 
H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Asst. Secy. 
A. E. GILBERT, Asst. Secy. 


HOME. OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


Howle, Jarvis & Wright, Ine, General Agents 
Metropolitan District 
81 JOHN STREET 
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Declaration of Independence 


FACSIMILE copy of the Declara- 

tion of Independence has been is- 
sued by the John Hancock Mutual Life 
Insurance Company. 


This reproduction is a composite re- 
duced facsimile, one-quarter size, taken 
from a facsimile reproduction of the 
original Declaration of Independence 
made by W. I. Stone, in 1823, under the 
direction of John Quincy Adams, then 
Secretary of State. 
grossed Declaration is in the custody of 
the Librarian of Congress at Washing- 
ton. The John Hancock Company will 
be glad to send a copy of the Declaration 
to any person sufficiently interested to 
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America Fore Advice 
About Sprinklers 


HAZARDS OF COLD WEATHER 





Company’s Letter to Property Owners 
Who Are Warned Against Economy 
With Coal 





The engineering department of the 
America lore Companies have sent this 
letter to property owners: 

A very small “freeze-up” may destroy 
the efficiency of a large fire protective 
equipment. Vigilance in detail is the price 
ut protection from cold weather hazards. 
Unless extreme care is exercised the very 
best installation of fire appliances may suf- 
fer disablement from frost. 

Se sure that the engineer or other super- 
vising employee is fully advised as to the 
purpose of every valve and pipe in your 
automatic sprinkler system. It is also es 
sential that the night watchman should 
understand the operation of all valves and 
the importance of giving proper and 
prompt alarm in case of fire or accident. 

The following suggestions for the pre- 
vention of freezing of sprinkler pipes 
should be rigidly followed, inspections be 
ing thorough, with nothing taken for 
granted: 

1. See that all windows, skylights, 
monitors and other parts of buildings are 
in proper condition to prevent admission 
of cold air. 

2. Examine sprinkler piping in cold 
basements, hallways, driveways, entrances, 
elevators, monitors, attics, etc., to see that 
it is entirely safe against freezing. 

3. Have ample provisions made for 
heating all portions of the buildings. It is 
far better to heat all parts than to shut 
off the water during cold weather or even 
to use the dry system. Steam pressure 
should be kept up all night and Sundays 
and holidays. To prevent freezing a tem- 
perature of about 40 degrees Fahrenheit 
should be maintained. 

4. Water should be carefully drained 
from and air placed on the parts of the 
system that must be kept dry during cold 
weather. Extreme care should be exercised 
to see that none of the piping has sagged 
and, therefore, does not drain properly. It 
may be advisable to blow out all parts of 
the system with air. The dry pipe valves 
should be carefully examined to see that 
they are in proper working order and do 
not leak. Make sure that the dry pipe 
alarms are operative. Should a valve trip 
and, without giving an alarm, admit water 
into the pipes where it may remain undis- 
covered, freezing is liable to occur, with 
disastrous results. The air pumps should 
also be examined and overhauled if nec- 
essary. Blow out low points of system 
occasionally to free from condensation. 

5. See that all pipes, 
fittings of gravity tanks that are exposed 
to the weather are properly covered or 
boxed and that the heating apparatus for 
tanks and tank towers is in order. Gravity 
tanks should be closely watched to see that 
they are kept full and free from _ ice. 
Frozen tanks are generally the result of 
carelessness. 

6. Pumps for fire service should be 
lubricated and tested weekly (water dis- 
charged through relief valve) and kept in 
thorough working order ready for im- 
mediate use. If steam pumps, note whether 
steam connections and traps are in perfect 
order. If rotary or centrifugal pumps, 
note that proper precautions to prevent 
freezing have been taken. Suctions should 
he so arranged as to prevent damage or 
clogging as the result of ice or floods. 

7. See that private hydrants, post indi- 
cator and other valves are oiled and other 
Wise in proper workable condition. Hy- 
drant barrels and valve pits or chambers 
should be maintained entirely free from 
water; it should be seen that the drainage 
facilities are working properly and, where 
necessary, special precautions to prevent 
freezing shoud be taken. In some localities, 
especially where the pipes have less than 6 
feet of cover, it may be necessary to main- 
tain the yard system dry during extremely 
cold weather. In this event it may be ad- 


connections and 


visable to blow out the system with steam 
or air. 

8. Sprinkler systems are most liable to 
freeze in the small pipes and burst at the 
sprinkler heads. Such pipes, where more 
than ordinarily exposed, can often be in- 
sulated with felt or similar material, care 
bing taken not to obstruct a_ sprinkler 
head. 

In case of a freeze-up, please make re- 
pairs at once and also notify this office of 
trouble. 

Do not endanger your plant through 
curtailing its protection as a means of 
economizing on your coal supply. Safety 
demands that you keep your sprinkler 
equipment in complete working order. 

BOOST VICTORY BALL 

Insurance men in this city are taking an 
active interest in the annual victory ball 
given on Armistice eve, November 10, for 
the benefit of disabled and needy veterans 
of the World War. The ball this year will 
be given at the Waldorf-Astoria. R. 
Cholmely-Jones, assistant secretary of the 
Pacific Fire, is chairman of the executive 
committee in charge of the ball. Other 
prominent insurance men identified with the 
affair include, Arthur DuBois, of Veitch; 
Shaw & Remsen; and C. V. Meserole, L. 
R. Bowden, H. B. Lamy, Jr., of the 
Bankers and Shippers group. 

















National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1924 
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KANSAS CITY SELECTED 


For 1925 Convention of Agents’ Associa- 
tion; Mid-Year Meeting in Savan- 
nah; North Resigns as Vice-Pres. 

The executive committee of the Na- 
tional Association of Insurance Agents 
last week accepted the invitation of the 

Kansas City, Mo., agents to hold the 1925 

annual meeting in that city. The national 

offcers: President, T. C. Moffatt; Secre- 
tary, Walter H. Bennett, and Cliff Jones, 
chairman of the Executive Committee, will 
at a later date fix the exact dates for the 


APART BEI SN ORI 


national gathering. The committee last 
week also accepted the Savannah, Ga., in- 
vitation to hold the mid-year conference 
there in 1925, It is likely that this meeting 
of the national body will be held sometime 
next March. 

Donald G. North, president of the Con- 
necticut Association of Insurance Agents, 
and regional vice-president of the National 
Association, has resigned the latter position 
on account of his appointment as a member 
of the executive committee of the national 
organization. Mr. North was elected a 
regional vice-president this year at the 
Milwaukee convention. 
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of sprinkler tanks. 








Check up on 
sprinklered properties 


Thousands of dollars in damage is done annually by the acci- 
dental discharge of water from sprinkler systems and the collapse 
Freezing, overheating, breakage of pipes and 
fittings, settling of buildings, and excessive pressure are but a few 


sprinkler leakage. 


Most warehouse, factory and loft owners have the foresight to 
install sprinkler systems as a fire prevention measure. If they are 
wise enough to install sprinkler systems, they certainly should see 
the logic in your argument for sprinkler leakage insurance. 


Every sprinklered risk in your community is a Sprinkler Leak- 
With the approach of winter weather with its in- 
evitable freezeups, the selling of Sprinkler Leakage should be 
pushed vigorously. The American Eagle schedule and inspection 
service is at your disposal. 


‘Ask the American Eagle Special’’ 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK.N.Y. 
JAMES A. SWINNERTON, President 
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FOUNDATION STONES OF 
AMERICAN LIBERTIES 


A SERIES OF DOCUMENTS PLAYING 
IMPORTANT PARTS IN AMERICAN HISTORY 


——-<> - se 


The Mayflower Compact 


IN THE NAME OF Gop, Amen. We whose names are underwritten, 
the loyal subjects of our dread sovereign lord, King James, by the 
grace of God, of Great Britain, France and Ireland, King, defender 
of the faith, having undertaken, for the glory of God and 
advancement of the Christian faith, and honor of our King and 
country, a voyage to plant the first colony in the northern parts of 
Virginia, do by these presents solemnly and mutually, in the presence 
of God and one another, covenant and combine ourselves together 
into a civil body politic for our better preservation and furtherance of 
the ends aforesaid; and by virtue thereof to enact, constitute, and 
frame such just and equal laws, ordinances, and offices from time 
to time as shall be thought most meet and convenient for the general 
good of the colony, into which we promise all due submission and 
obedience. 


et.., 


IN Witness WHEREOF, We have hereunder subscribed our names 
at Cape Cod, the 11th November, in the year of the reign of our sover- 
eign lord, King James of England, France and Ireland the eighteenth, 
and of Scotland the fifty-fourth, anno domini 1620. 


















































Mr. JouN CARVER Mr. kpwaArp TILLY Mr. Epwarp LEISTER 
WILLIAM BRADFORD Mr. Joun TILLy Mr. Moses FLETCHER 
Mr. Epwarp WINSLOW Mr. Francis COOKE Mr. JouN GooDMAN 
Mr. WILLIAM BREWSTER Mr. THomas ROGERS Mr. Drecory PRIEST 

Mr. IsAAc ALLERTON Mr. THOMAS TINKER Mr. THomas WILLIAMS 
CapTaAIN Myers STANDISH Mr. JouNn RIGDALL Mr. GILBERT WINSLOW 
Joun ALDEN Mr. Epwarp FULLER Mr. EpMuND MARGESON 
Mr. SAMUEL FULLER Mr. JouN TURNER Mr. PETER Brown 

Mr. CuristoPpHER MARTIN Mr. FRANCIS EATON Mr. RicHARD BRITTRIDGE 
Mr. Witt1AM MuLttns Mr. JAMES CHILTON Mr. GEORGE SOULE 

Mr. Witt1Am WHITE Mr. JoHN CraAcKSTON Mr. RicHARD CLARKE 
Mr. RicHarpD WARREN Mr. Joun BILLINGTON Mr. RicHArRD GARDINER 
Mr. Joun HowLanp Mr. Epwarp DoTtry Mr. JOHN ALLERTON 
Mr. STEPHEN Hopkins Mr. THomas ENGLISH 


“With everything AMERICAN 


tomorrow is secure.” 





Reprinted by THE AMERICAN 
INSURANCE Co. of Newark, N. J. 
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SCOTTISH UNION & NATIONAL 
INSURANCE COMPANY 


United States Main Office: Hartford, Conn. 
J. H. Vreeland, Manager 


Assets $9,178,568.64 





45 John Street 


A Nine Million Dollar Company, Fifty Per Cent of Whose Assets Will 
Cover All Liabilities 


John G. Hilliard, Inc., Agent 


Net Surplus $4,731,038.38 











New York City 


CERAS. H. POST, U. S. Mer. 





Caledonian Insurance Co. of Scotland 


FOUNDED 1605 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
555 Asylum Street, Hartford, Conn. 
R, C. CHRISTOPHER, Asst. U. S. Mgr. 
NEW YORK CITY OFFICE 
1 Liberty Street, New York 








National Ass’n Fixes 
Dec. 5th as Deadline 


FOR SUPPORTING PRINCIPLES 


Executive Committee Passes on Cases 
of Firemen’s and Northwestern; 
James Maintains His Stand 
Unless the Firemen’s of Newark and the 
Northwestern National of Milwaukee, 
change their attitude by December 5 of 
this year towards bank agencies and agents’ 
expirations respectively to conform with 
the principles of the National Association 
of Insurance Agents, the executive com- 
mittee of that body will declare these com- 
panies to be intentionally and continuously 
in violation of the said principles as pro- 
vided for by the well-known 
Resolution. 


Milwaukee 
The decision to fix December 
5 as the last for negotiations was 
reached at an important meeting of the 
National Association’s executive committee 
held in this city last Thursday and Friday. 
The executive committee last week con 
cluded its session early Saturday morning, 
after holding long meetings both previous 
days, by issuing a statement containing the 
National Association’s declaration of prin- 
ciples and then their application to the in- 
dividual cases of the Firemen’s and North- 
western National. In the case of the latter 
company, while the National Association 
hopes to carry on successful negotiations 
with both companies, culminating in har- 
monious results, President Alfred J. James 
replies to Secretary Bennett’s last letter by 
saying that “we (the Northwestern Na- 
tional) would be pitiable poltroons, entirely 
lacking in self-respect or manhood, to 
pledge our support to your program.” 
Following is the declaration of prin- 
ciples of the National Association and the 
resolutions of the executive committee 
covering the Firemen’s and Northwestern 
National : 


day 


National Association Principles 


“The National Association of Insurance 
Agents holds this truth to be self evident : 
that its members owe their allegiance to 
those companies whose loyalty to its prin- 
ciples for the preservation of the American 
Agency System is unquestioned. 

“For nearly thirty years the organized 
agents of the United States have been 
developing principles for the purpose of 
stabilizing the business of insurance. 

“These principles form the foundation 
upon which the National Association has 
been built and their recognition is neces- 
sary for the preservation of the American 
Agency System. Briefly stated, they are 
as follows: 

“1. Agent’s ownership of expirations 
(except in cases of fraudulent practices). 

“2. Non-overhead writing. 

“3. Protection of local agents against 
the competition of non-resident brokers im 
that all lines should be written in accord- 
ance with the conditions to which the risk 
is subject locally. 

“4. Discontinuance of the practice of 
appointing financial institutions, their offi- 
cers or employees as company represent- 
atives in competition with established 
agencies, 

“5. Limited agency representation of 
the same company in the same territory. 

“The Executive Committee of the Na- 
tional Association feels that its long es- 


tablished policy of conference and co- 
operation will provide a ready means for 
the application of these principles and for 
the amicable and equitable adjustment of 
every question that has arisen or that may 
arise between companies and agents. Such 
subjects as agency limitation, qualification 
of agents, the observance of proper local 
board rules, and every other question con- 
cerning fair agency competition and ade- 
quate public service should be adjusted by 
and through this medium.” 

On the same day (October 31) the 
Executive Committee unanimously adopted 
the following resolutions : 


Northwestern National Resolution 


“RESOLVED, That in view of the 
evidence before us it is the opinion of this 
committee that the practice of the North- 
western National Insurance Company is 
in violation of one of the cardinal prin- 
ciples of the National Association, namely. 


‘agent’s ownership of expirations.’ The 
executive officers of the Association are 


hereby instructed to present our conclu- 
sions to the company and continue negotia- 
tions with it for the purpose of having 
the company recognize the above principle 
and adjust its practices in accordance 
therewith. If this cannot be accomplished 
hy December 5th, 1924, then it is the 
judgment of this committee that this com- 
pany is intentionally and continuously in 
violation of said principle and falls within 
the scope of the Milwaukee resolution. 


Resolution on Firemen’s 

“RESOLVED, That in view of the 
evidence before us it is the opinion of this 
committee that the practice of the Firemen’s 
Insurance Company is in violation of one 
of the cardinal principles of the National 
Association, namely, ‘appointing financial 
institutions, their officers or employees as 
company representatives in competition with 
established agencies.” The executive offi- 
cers of the Association are hereby  in- 
structed to present our conclusions to the 
company for the purpose of having it 
recognize the above principle and adjust 
its practice in accordance therewith. If 
this cannot be adjusted by December 5, 
1924, then it is the judgment of this com- 


mittee that this company is intentionally 
and continuously in violation of said prin- 
ciple and falls within the scope of the 
Milwaukee resolution.” 


James Answers Bennett 


Following is President James’ latest let- 
ter to the National Association in which 
he refuses to support the expiration prin- 
ciple: 

“We beg to own receipt of your favor 
of Oct. 24th, written in reply to our own 
communication of Oct. 21st, respecting a 
certain editorial in the AMERICAN AGENCY 
BuLLeTIN of Oct. 17th. 

“By way of further comment, permit 
us to say that your argument does not alter 
the principle involved nor furnish any new 
or pertinent information on the subject. 
In short, it does not alter these facts: 
One, that certain members of your organ- 
ization, assuming to» speak authoritatively, 
have actively asserted, on behalf of your 
imembership, the claim that any agent acting 
as an intermediary in relation to any policy 
contract has, under any and all conditions, 
an exclusive legal and moral right which 
shall disbar the two principals to such a 
policy from dealing with one another in 
connection with that particular subject of 
insurance, all terms and obligations of the 
contract to the contrary notwithstanding, 
the result being to protect a disloyal or 
unfair agent in selfish or vicious actions; 
in other words, to carry complete im- 
munity or protection against his own mis- 
demeanors or assault upon the common or 
individual rights of policyholder and 
company. 

“Two, a number of the leaders of your 
organization, in several recent meetings 
(National and State) have launched a 
pointed attack upon this Company and its 
principles and by violent threats and moral 
suasion are even now endeavoring, to the 
best of their ability, to influence its agents 
to repudiate it and sever their agency 
connections, many of which are of long 
and pleasant duration. 


Hostility Precludes Support 


“Such hostility has precluded temperate 
discussion and under such a_ condition, 
that is, under. coercive threats, we should 
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be pitiable poltroons, entirely lacking in 
self-respect or manhood, to pledge our sup- 
port to your program. 

“Regardless of your motives and with 
readiness to concede that the spirit of 
your proposal may be fair so far as you 
are personally concerned, we regard the 
principle of the pledge to be servile, humili- 
ating and impossible under all the condi- 
tions which have now developed. A self- 
respecting and orderly citizen does not re- 
quire a policeman’s club or court injunction 
to keep the peace. We have none too much 
respect for pledges and public profession 
any way and inasmuch as we are not seek- 
ing a quarrel, nor wittingly demoralizing 
the business, nor injuring the interest of 
any agent qualified to represent the Com- 
pany, we prefer to let the Company’s record 
speak for itself. So far as our interest 
and whether or not you see fit to 
publish our exchange of letters, this may 
he taken as a final and conclusive position. 
We rest our case.” 


goes 


ON FIRE WASTE COMMITTEES 


National Council Working With U. S. 
Chamber of Commerce; Prominent 
Men Enlisted to Serve 
The names of those who have been ap- 
pointed to serve on the various commit- 
tees of the National Fire Waste Council 
which is affiliated with the Insurance 
Department of the Chamber of Com- 
merce of the United States were an- 
nounced this week. The committees 
are as follows: Campaign Committee, 
Contest Grading Committee, Field Ser 
vice Committee, Membership Committee, 
Trade Association Committee, Commit- 
tee on Arson and Committee on Canadian 

Cooperation. 

In accordance with a_ resolution 
adopted at the Council meeting in Sept- 
ember. the Campaign Committee has 
heen divided into three divisions, namely. 
Contest Entry Division, Information and 
Publications Division and Speakers Di- 
vision. TT. Alfred Fleming, supervisor. 
conservation department of the National 
Board of Fire Underwriters has been re- 
appointed chairman of the full com- 
mittee. Richard FE. Vernor, manager of 
the fire prevention department of the 
Western Actuarial Bureau, is chairman 
of the Contest Entry Division. Serving 
with him are Frank C. Jordan, chair- 
man, Fire Prevention Committee. In- 
dianapolis, Indiana Chamber of Com- 
merce; B. S. Mace, superintendent of 
insurance, Baltimore & Ohio Railroad 
Company; C. L. Topping, State Fire 
Marshal of West Virginia: James F. 
West, chief scout executive, Boy Scouts 
of America. This group is formulating 
plans for securing additional entries in 
the Inter-Chamber Fire Waste Contest. 
At the present time 272 organizations 
are enrolled, but the Division hopes to 
increase this number considerably dur- 
ing the next few months. 

The information and_ publications 
division will arrange for the fire preven- 
tion material which is to be submitted 
to chambers of commerce and_ trade 
associations during the coming year. 
The chairman of this division is Eugene 
Arms, manager, Mutual Fire Prevention 
Bureau. Assisting him are FE. B. Berry, 
superintendent of insurance, Southern 
Railway Company; George W. Booth, 
chief engineer, National Board of Fire 
Underwriters; Ira G. Hoagland, secre- 
tary-treasurer, National Automatic 
Sprinkler Association, and Frank W. 
Lawson, National Association of Insur- 
ance Agents. 
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Explosion 


Max owners have found lately 
that their dwellings or buildings 
may not be safe from the blast of an 
explosion miles away. The 


Insurance 


explosions damaging property for 


miles around. 
agent in safeguarding the 
property of his clients should not neg- 
lect the small dwelling that may need 
this insurance just as much as the 
largest manufacturing plant. 


This is the age of chemical form- 
ulas, and tremendous forces used in 
manufacturing enterprises, causing, 
when things go wrong, destructive 


Agents of this Company are entitled to know what we are ready to do for them to 
increase their Specialty Line business. A distinctive service is being 
offered. Speak to our field representative about it! 


COMMERCIAL UNION 
ASSURANCE CO., LTD. 


NEW YORK 


SAN FRANCISCO 


ATLANTA 


DALLAS 


CHICAGO 
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C. H. Falloon Discusses 
Insurance Trends 


EVENTS OF PAST 15 YEARS 





Talk of Atlas’ General Manager Before 
London Institute; Plea For Con- 
servative Underwriting 





C. H. Falloon, general manager of the 
Atlas, is one of the important group of 
British head office executives. In a talk 
before the London Institute students’ de- 
hating circle he discussed recent develop- 
iments in fire insurance, reviewing forms 
and conditions. He took a conservative 
attitude towards some of the new aver- 
ages. 

The householder’s comprehensive pol- 
icy Mr. Falloon described as the most 
innocent of the new types of policy. In 
these policies they had not broken away 
from sound principles, for, although they 
covered a great variety of risks they 
were obtaining an average where pre- 
viously no average was obtainable. The 
offices had been and were still too slow 
in developing this policy; the difficulties 
were entirely domestic to the offices and 
should be capable of adjustment. The 
dual form of cover in no way weakened 
the standards of the past; indeed, it 
marked an advance in that the principle 
of average was strengthened. The fear 
that petty losses would eat away the 
premiums had proved not to be the case. 
The 10 per cent. removal clause, an ex- 
tension of the household policy, which 
covered 10 per cent. of the sum insured 
anywhere in the United Kingdom, with 
some exceptions, showed a broad-minded 
and sympathetic attitude on behalf of 
the public. 


Profit Insurance 


Consequential loss of profit insurance 
in England is on a sound and scientific 
basis, in every way superior to the use 
and occupancy form adopted in the 
United States. There had been one or 
two cases where underwriters undertook 
to pay a percentage of the fire loss in 
lieu of ascertaining and paying the real 
loss. This was a departure from the old 
principle of indemnifying the assured for 
the loss. The payment might bear no 
relation whatever to the real loss. By 
special pleading the contract could be 
condoned and excused in commercial 
cases, but any extension of the practice 
would be against the best interest of the 
business. 

The Foreign Field 

In the foreign field a contract had 
recently appeared which was thoroughly 
unsound, for it contained a clause the ef 
fect of which was to make the policy a 
valued one; a valued policy with the 
underwriter blindly accepting the as- 
sured's idea of the value of his future 
profits. Nothing too bad could be 
said of that policy. The established 
principle of indemnity was abandoned 
and the assured was allowed to fix in 
advance what his profits would be. It 
was to be hoped that this form of policy 
would be abandoned by British under- 
writers. 

Under reinstatement and valued pol- 
icies the underwriter was apparently giv- 
ing new lamps for old. As the cost of 
reinstatement would in many cases be in 
excess of market value at the time of 
the fire, this form of cover was a breach 
of the principle that the insurance con- 
tract was one of indemnity and indemnity 


only. But actual market value at the 
time of the fire was in many cases no 
true measure of indemnity to the assured 
and the breach of principle, if any, was 
more apparent than real. 

As regards buildings, there could be no 
question that in some cases rebuilding 
could be the only real indemnity, al- 
though it might mean giving him a build- 
ing with a longer life. The case of ma- 
chinery was somewhat different ; but in 
many cases the true measure of in- 
demnity was the handing back to the as- 
sured of his machinery. Payment on the 
basis of market value, which involved a 
percentage reduction for depreciation, 
was not always the true measure of in- 
demnity from the point of view of the 
assured. The expressions, market value 
and indemnity, were not of necessity 
identical. 


Civil Commotion 


The underlying principle of all the 
policies in the war risks and civil com 
motion group is the same. Had anyone 
suggested twelve years ago that the com- 
panies should issue contracts on the basis 
of any or all these forms they would 
have been summarily dealt with as 
dangerous. Today all the offices were 
issuing them, or prepared to issue them 
to favored clients. Was it safe and 
proper, or were they indulging in a quite 
unjustifiable gamble? Theoretically they 
had not a sen to stand on. An under- 
writer working on sound lines must see 
that he collects a premium adequate to 
the risk, assuming the greatest possible 
disaster from which he could suffer, and 
limiting his liability accordingly. These 
were essentials. How could an under- 
writer under the range of liabilities, 
stated in the war risks policy, and under 
conceivable circumstances, say what was 
the adequate premium for such risks, the 
maturing of which would be a national 
disaster in its widest terms. No under- 
writer in his senses would commit him 
self to the liability. In practice, how- 
ever, the problem was not so formidable. 
Cover was given very cautiously, and the 
amount of every risk was very sharply 
watched. The policy was one to be 
“condemned but condoned,” so long as 
the cover granted was strictly limited. 

To earthquake insurance (loss by fire 
or otherwise) the same comments apply. 
It is impossible to calculate the risk in 
voleanic countries, or to collect a pre 
mium adequate to the risk. The dice are 
hound to be loaded against the insurer, 
because the demand would come only 
from volcanic areas. Underwriters must 
restrict their cover to merely accommo- 
dation lines. 

The “first fire loss” is pre-eminently a 
French form of contract; the demand 
for it has been appreciably increased by 
the economic conditions in France. it 
represents an appreciable economy in 
taxes—which under French law amounts 
to 1l per cent. of the premiums—an 
economy in the amount of premium paid, 
and it is a policy free from the applica 
tion of average. The conditions of this 
contract are very important, and a much 
hivher rate than the ordinary fire rate 
has to be charged. There are also 2nd, 
3rd, 4th and 5th fire loss insurances: 
they represent a series of excess lines, 
the liability under the later series not 
attaching until the earlier is exhausted. 
The safeguards are (i) the incorporation 
in the policy of the total insurable value 
and its distribution; (ii) a clause calling 
for automatic reinstatement of sum in- 
sured following a loss; (iii) provision for 
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the introduction of average should it be 
found in the event of loss that the total 
insurable value has been materially ex- 
ceeded, thus dislocating the difference 
between the first fire loss and the total. 
Provided these safeguards are incor- 
porated in the contract there seems to be 
no departure from the principles and 
practice of sound underwriting. * * * 
For many years the offices refused to 
grant policies respecting goods sold and 
not delivered, except on the basis of 
market values. In case of a fire loss the 
indemnity to the merchant who has 
actually sold the goods is the price at 
which he sold them; to pay him less than 
contract price when market has fallen 
throws a loss on him, te pay him more 
is to make him a profit as the result of 
the fire; whether it is a good or bad 
speculation by the fire is nothing to do 
with the vendor. In recent years the 
offices agreed to cover contract prices. 


; Ten new forms of contract have come 
into existence in the last few years; in 
six of them the demand of the public was 
met in a broad-minded spirit, without in 
any way infringing old-established prin- 
ciples; in two cases they met the demand 
on the ground of expediency, and whilst 
the terms of the policies infringed prin- 
ciple they could be condoned if only a 
restricted line of cover were granted; 
in two cases underwriters had been dis- 
tinctly unwise in breaking away from 
the principles on which the business 
should be conducted. 

In _the subsequent discussion — the 
peculiar dangers and difficulties of the 
declaration policy were pointed out—that 
the periodic declarations would be made 
at a time when stocks were low, and con 
sequently that the premium paid would 
be less than was due for the risk cov 


(Continued on page 27) 








Brevoort 


Madison Street, east of LaSalle 
CHICAGO 


DOWNTOWN, near 
principal stores, 
banks, business 
houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
cago hotels for qual- 
ity of service at 
moderate cost. 
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President. 


R. E. Kelliher, 
Manager. 


Many of the Leading 
Agencies in the United 


States now Represent 


The 


WORLD 


Fire and Marine Insurance Co. 


HARTFORD, CONN. 





Capital, $1,000,000 Surplus, $1,000,000 





Rautpeu B. Ives, President 





Why Not You? 


Fire 

Automobile 

Inland Marine and Coastwise 
Tornado 

Rain, Hail 

Rent, Rental Value 
Leasehold 

Use and Occupancy 
Profits 

Sprinkler Leakage 
Registered Mail 

Parcel Post 

Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 








‘* Then give to THE WORLD the 
best that you have and the best 


will come back to you.’’ P 
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HE Christmas season is a hectic one for the mails. Uncle Sam does 
his level best — but he’s working under tremendous pressure and 
great loss and damage is inevitable during these few weeks. 


Consequently, in November the up-and-doing Star agent makes it his 
business to sell his clients Parcel Post Insurance. If followed up care- 
fully, this one item also helps to transfer a surprising number of names 
from the “prospects” list to the “customers” list. 


An inexpensive and desirable coverage all year round, Parcel Post 
Insurance becomes absolutely necessary at Holiday time—and once a 
firm starts using Star Parcel Post certificates, they are renewed as 
regularly as stamps and stationery. 
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S FAR 
Insurance Co. 


of AMERICA 


Executive Offices: 1 Pershing Square 
Park'Ave. at 42nd St., New York, N. Y. 


Western Department Southern Department Pacific Coast Department 


CHICAGO NEW ORLEANS SAN FRANCISCO 
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Co-Operative Ads Of 
Baltimore Agencies 


APPEAR IN ~ HEARST PAPER 


One Last Week Was Captioned “In- 
surance Is Our Business!” Text 


of Publicity 


Md., 


adver- 


Baltimore, 
co-operative 


Insurance agents in 
running 
the “American,” 
which on Mondays runs a complete in- 
surance paper edited by E. Simon Banks. 
In the advertisement of October 13th 
the following agencies signed the ad, 
which was captioned ‘ ‘Insurance Is Our 
Business” 

3aldwin & Frick, Joseph W. Brooks 
& Co., Lawford & McKim, Mason & 
Carter, Maury, Donnelly, Williams & 
Parr, KE. J. Richardson & Sons, Riggs, 
Rossmann & Hunter, Inc., Joseph G. 
Rolker, Inc.; H. L. Spear & Co., Henry 
M. Warfield-Roloson Co., Ine., and 
White & McCurley. 


A copy of the advertisement 


have been 


tisements in Baltimore 


follows : 
Insurance Is Our Business! 
We years in learning 
it. Of the best way in which to 
serve the public. For it is only by 
giving real service to the public that 
we earn our bread and butter. 

Recommendations that we 
to our assured carry back of them 
knowledge gathered through years 
of study. Our insurance programs 
are made only with a complete 
study of the man’s needs. Insur- 
ance is our business—our profession. 
And we know our business thor- 
oughly. 

In the campaign 
we endeavored to 
something about the various insur- 
ance cuverages. In this new cam- 
paign, beginning with this advertise- 
ment, we will continue this work 
from week to week. Read the ad- 
vertisements carefully. They will 
apply to you. 

If you have any insurance prob- 
lem to be solved, get in touch with 
any of the following offices. You 
have your doctor for your medical 
ills, your lawyer for your legal needs. 
By the same token let one of these 
‘offices fill your insurance needs. 
They have made insurance their life 
work. They know it from A _ to 
Izzard. 

Buy Good Insurance and Get Sound 
i teemmienunes 


Falloon on Trend 


of Fire Insurance 
(Continued from page 25) 


have spent 


make 


just completed 
tell the public 


ered. The rebutting consideration was 
advanced that the daily average for the 
month would give a fair average. Mr. 
Falloon stated that statistics which had 
been obtained relating to foreign field 
showed that the average of the declara- 
tions taking all countries had reached 
only 27 per cent. of face value; premiums 
had reached 30 per cent., and the busi- 
ness had resulted quite well—this 
brought up the special problem of treaty 
reinsurance under declaration policies— 


policies on a floating basis. If three- 
fourths of the policies were reinsured, 
and the declarations were very much 


less than the sum insured, the retention 
would be very much less than would be 
retained in the ordinary way. There 
was also a special problem on a loss oc- 
curring; in the ordinary course, if a loss 
occurred, the amount insured under the 
policy stood reduced by the amount of 
the loss; under a declaration policy that 
would not be the case, as the later 
declarations would be on stock actually 
in existence. Mr. Falloon replied that 
an office might safely increase its re- 
tention under a declaration policy 150 per 
cent. instead of 100. The alternative to 
a share treaty was to develop reinsurance 


of excess lines, keeping a full retention. 
It should not be beyond the ingenuity of 
the office to meet any of the problems in 
the case. 

Other points raised were that profit 
policies, if properly protected, were not 
really so bad as they looked; they were 
rather dangerous and must be watched 
very closely; they were a singularly at- 
tractive form of policy to the public. 
It was generally agreed that market 
value was not a true indication of in- 
demnity value. The old practice of in- 
demnifying at market value was being 
altered, but it was wrong to state in the 
policy that settlement would be made 
only on one basis and then actually to 
make a settlement on some other basis. 
An accident man remarked that in some 
classes of accident business it was im- 
possible to replace (make good) without 
giving “new lamps for old,” but that did 
not say that the principle of indemnity 
was infringed. He suggested that the 


old form of insurances (fire) had be- 
come so old that it had not kept pace 
with the times, and he threw out the 
challenge: did ‘the offices exist for the 
public or the public for the offices? If 
there were a demand it had got to be 
met, whether or not it cut across the ac- 
cepted doctrine of insurance—it was a 
member of the younger generation light- 
ing a new lamp, but also he paid due 
tribute to good principle and practice: 
“it was a question of rating and experi- 
ence. 





St. Louis Agents May Come to 
Agreement With Union Co’s 


As a result of the important conferences 
between representatives of the Fire Under- 
writers Association of St. Louis and the 
governing committee of the Union, held 
last week in Chicago on the St. Louis 
situation, it is thought _the _ existing dif- 
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ferences will soon be dispersed. The 
agents made a proposal in which both 
sides would be required to make some 
concessions and asks for some readjust- 
ment of the Union’s July 1 commission 
rate schedule and reinstatement of the 
allowance of supervisory and contingent 
commissions and suggests regulations to 
prevent the former abuses of this system 
and also opening the way to limitation of 
maximum commission agents and lifting 
the present boycott of preferred business 
against the Union companies. 

It is understood that except for minor 
modification the general plan was approved 
by the governing committee of the Union 
and an amicable settlement is anticipated. 
The agents wish to obtain approval of 
the amended proposals by the St. Louis 
Association and the Bureau companies 
before proceeding further, after which the 
approved revised proposals will be sub- 
mitted to a special meeting of the Union 
for adoption. 
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A Century of Popularity and Progress 


Its assets are not reckoned in millions only, but in the 
friends and patrons it has made through fair dealing 
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West Virginia Agents 
Resist Companies 


STILL STICK BY OLD SCALE 


Publish List of Cooperating Companies 
On Sole Agencies; Ask For Direct 
Negotiations 
and fire 
that state 
question of 
representa 
Virginia this 


local agents 
business in 
mat on the 
and sole agency 
tions. Reports from West 
week show that the State Association is 
urging its members to resign those com 
panies which have failed to cooperate in 
maintaining sole agencies and those which 
still demand that agents accept the new flat 
commission without further negotia- 
tions, 
Some 


West Virginia 
companies writing 
have to the 
commissions 


g . 
gon 


scale 


New York have al- 
resignations from 


companies in 
ready received a few 
West Virginia and more are expected. 
The West Virginia Association of Insur- 
ance Agents has made public the list of 
cooperating fire companies which embraces 
the majority of large companies. There 
was a special meeting yesterday at Parkers- 
burg of agents to adopt plans for the 
immediate future. 

President A. B. White, Jr., of the West 
Virginia Association has mailed the vast 
majority of agents in his state two letters, 
one giving the list of cooperating compan- 
ies and the other enclosing a suggésted 
form of reply to fire companies which 
notified their agents that they did not wish 
further business unles§ written under the 
new commission scale. Many companies 
in communicating with their West Virginia 
agents, did not use the form supplied by 
the supervisory committee of the West 
Virginia Uniformity Association which 
stated among other things that the com 
panies would not recognize edicts of the 
State Association, but would deal directly 
with only their own agents, with third 
parties left out. 

To this letter, printed last week by THE 
KASTERN UNpbeERWRITER, the State Associa- 
tion suggests that agents reply to the effect 
that the Uniformity Association is in it- 
self a third party, and that it prepared the 
new commissions scale, effecting radical 
reductions over commissions previously 
paid. This new scale many agents are re- 
fusing to abide by and are deducting their 
old commissions when making reports to 
their companies. These agents say they 
will not concede to any changes unless 
these are brought about by direct nego- 
tiations between the individual West Vir- 
vinia agents and their companies. 

Those companies which are classed as 
“cooperating” by the West Virginia State 
Association are supposed to be favorable 
to the new sole agency plan that became 
effective November 1 and also willing to 
deal directly with local agents with respect 
to commissions, 


How Changes Will Affect Companies 


It is only natural that some fire com- 
panies will benefit by resignations from 
their West Virginia agents, while many 
others will lose by such defections from 
their agency ranks. Benefits will accrue 
where agencies have been notably guilty 


of withholding monthly balances, and now 
that their contracts have been terminated 
the companies can call for an immediate 
settlement of accounts. 

If the reduced commission scale, known 
as the flat scale, is finally accepted by the 
West Virginia agents it will probably lead 
to agency consolidations because overhead 
expenses must be cut to meet income re- 
ductions. However, the future is uncer 
tain as today both companies and agents 
are standing firm by their demands. 

Following are extracts from the letters 
sent by President White to the agency 
force and also the list of cooperating com- 
panies : 

“We recommend that agents do business only 
with companies listed as cooperating who have 
not notified you to cease placing business unless 
you accept the 20 per cent commission scale. A 
great many companies will not send such a 
drastic letter to their agents, and we recom- 
mend that you favor such companies. (This 
recommendation takes the place of the sugges 
tion sent out October 30). 


he counsel for our association advises that 


we have a legal right to take the same com- 
missions ag existed before October 1 if we have 
notified our companies that we do not accept 
the new scale of commissions, as a contract o1 
agreement cannot be modified without mutual 
consent. However, the letter recommended. by 
the supervisory committee terminates any ex 
isting contracts and if you continue to write 
business for such companies after receipt of 
such termination you accept the new scale of 
commissions.” as e 


“Extracts From Suggested Reply 


“Some companies’ officials have expressed 
themselves lately in the insurance press that 
the West Virginia Association of Insurance 
Agents were resorting to ‘labor union methods.’ 
We feel that the companies themselves have 
led the way in collective bargaining, ei ert 
reserving this right, but denying it to the 
agents in spite of the precedent established by 
two previous negotiations. Either your com 
pany was in error in approving of the methods 
pursued by the former committees and are cot 
rect now, Or you were correct in approving of 
the two former actions and are in error now. 
We cannot understand such inconsistency. 

“We recognize the relationship between prin- 
cipal and agent and if you would negotiate 
direct with us we feel sure that the present 
chaotic conditions would have been avoided. 
We also feel sure that if the Supervisory Com- 
mittee would handle their negotiations for the 
regulation of commissions in the same manner 
as the former committees did in two previous 
negotiations, the commission question could be 
settled to the satisfaction of both your company 
and ourselves. 

“We again recommend that you insist that the 
West Virginia Supervisory Committee grant the 
West Virginia Association of Insurance Agents 
a hearing and conference to which we believe 
they are entitled, jor else we ask that you deal 
directly with us.’ 


List of Cooperating Companies 


46 


Defining “‘co-operating companies” as ‘‘com- 
panies who are at present operating on a sole 
agency basis throughout the State or companies 
who have indicated their intention to co-operate 
and adjust their agency plant to sole agency 
basis at the earliest possible date’ and stating 
that “this iahaevies ation has been secured either 
by direct letter from the companies to the as 
sociation or from the companies to agents or 
through special agents with authority delegated 
by their companies,” the West Virginia Associa- 
tion of Insurance Agents has sent out the fol- 
lowing list of co-operating companies: 

“We are listing below the names of all co 
operating companies reported to midnight, Oc 
tober 31. Agents signing Sole Agency Agree- 
ment have agreed to do business only with com 
panies listed as co-operating on and after No 
vember 1, All agents in the State are urged to 
co-operate and observe sole agency representa 
tion, effective November 1, 1924. The next bul- 
letin will be issued November 7 and any com- 
panies indicating their intention to co-operate 
will he added to this list if received by Novem 
ber 7, 


i*Agricultural ¥Federal Union 
Alliance *Fidelity - Phoenix 
American Alliance Fire Association 
“American Central ‘*Fireman’s Fund 
“American Eagle Georgia Home 
+*American "Glens Falls 
American National *“Granite State 
*Boston **Great American 


*British America Hamp. Roads F. & M 

Pe ne +*Hanover 
ee Amer. **Home F. & M. 
‘aledonian *Hudson 


Calton nia 


t*Imperial 
*Chicago 


*Ins. Co. of N. A. 
**Columbia Insur. Co. State Pa. 
“Columbian National Law Union & Rock 
Commerce *Liv. & Lon. & Globe 
7Commercial Union *London Assurance 
Commonwealth London & Lanca 
+*Connecticut London & Scottish 
*Continental Manhattan F. & M. 
County Fire Maryland Motor Car 
Delaware Mass, F. & M. 


"Eagle Fire Mercantile 

Eagle Star & Brit. t*National Liberty 
Employers Fire t*Newark Fire 
+Equitable F, & M. *New Hampshire 
Eureka-Security *Nor. Brit. & Merc. 


FIRE 
TORNADO 
SE AND 
OCCUPANCY 


UNITED S' 


To Erect 21-Story 
Building on Gold St. 


AID FOR INSURANCE DISTRICT 
F.. T. Ley & Co. Peiend Property 
From Wetmore Estate; Present 


ange to be Razed 


Kred T. Ley & Cuan has purchased 
from the estate of the late Senator George 
Peabody Wetmore the property at 80-88 
John Street, 19-21 Gold Street and 25 
Platt Street upon which site they propose 
to erect a twenty-one-story insurance and 
financial building to replace the decrepit 
four-story structures which have been there 
for many years. This new _ building 
promises to work splendid improvements 
in the insurance district here and especially 
in that section developing along Gold 
Street. Charles B. Van Valen, Inc., nego- 
tiated for the sale of the property. 

Adjoining the new skyscraper is the 
New York office of the Aetna Life & 
Affiliated Companies at 100 William Street, 
which building houses several homes or 
branch offices of insurance companies. 
Across John Street is the imposing home 
office building of the Crum & Forster 
group of companies. Facing the new build- 
ing on Gold Street is John A. Eckert’s 
office and across Platt Street from the old 
Wetmore estate is Darby, Hooper & Mc- 
Daniel’s office. 

In the buildings which will shortly be 
razed to make way for the more modern 
structure there are at present no insurance 
offices. Several restaurants, ranging from 
Ye Golden Hill Inn chop house to Sam’s 
Quick Lunch, are located on the property 
as weil as a few plumbing and box-making 
concerns, 

The Ley purchase includes 10,200 square 
fect of property, with a frontage of 94 
feet, 119 feet and 86 feet respectively on 
the south side of John Street, west side of 
Gold Street and north side of Platt Street. 

The plot had been gradually assembled 
hy the late Senator over a long period of 
years, and until recently, the estate would 
not consider its sale. The cost of financ- 
ing leaseholds, however, mitigated against 
its development. With the demand for 
an improvement ripe, and the decision of 





the Estate once made to Sell, the Van 
Northern Assurance Siandard Fire 
*North River 

Northwest. F. & M. 

*Norwich Union 

Old Colony 

Orient 

*Pacific Fire Tokio M. & F. 
Palatine Union, London 

+* Patriotic *Union Fire 
*Pennsylvania Union, Canton 
Philadelphia F. & M. *United American 
7* Phoenix Assurance tUnited Firemen’s 
i*Phoenix, Hartford *United States 
*Prov. Wash. *U. S. Mer. & Ship. 
Oueen Victory 

Reliable “Westchester 
Reliance any 

Royal Western Assurance 


{*Springfield F. & M. *Wheeling Fire 


-will correct. 
since October 25, 1924, 


*Not clear at present 
tAgreed to co-operate 
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110 William Street, New York 


Horatio ! 





. Kelsey, Manaqer 


Valen office was able to soon find a ready 
developer for the plot in Mr. Ley. The 
property was held at $750,000, and is free 
and clear. 

This is the only undeveloped site in this 
district having three street frontages and 
advantage of permanent light on three 
sides. The building, which will be at least 
21 stores high, will have setbacks above 
the 12th floor, and will be the first tall 
building for general office use constructed 
under the new zoning regulations in the 
insurance district, with the exception of the 
new Federal Reserve Bank Building. 

The foregoing features combined with 
high cealings, proper location of utilities, 
and a scientifically developed floor plan, 
will provide for an ever existing want of 
insurance companies, agents, brokers, ac- 
countants, lawyers, import and export 


houses, drug and chemical, and industrial 
firms, for quarters which will have 100% 


light and air, permanently insured, and 
100% usable floor space. The plan will 
provide for upper floors in units of about 
9,100 square feet from the second to 
twelfth floors, and gradually reduced by 
the setbacks to about 4,200 square feet 
at the top. 

Special attention will be given to the 
provision of ground floor space for in- 
surance agencies, both on John Street and 
Gold Street, the latter.of which has been 
developed during the past five years as an 


important insurance thoroughfare. The 
entrance to the Seventh Avenue Subway 
is on John Street, opposite the principal 


entrance to the building; other entrances 
will probably be arranged from Gold Street 
and Platt Street. 

The building will be erected from plans 
of Shreve and Lamb, Architects, who have 
been associated with Carrere & Hastings, 
in the construction of the new Standard 
Oil Building, 26 Broadway, the MacMillan 
Building, the Fisk Building and the Lig- 
ectt Building. 


AUTO CONFERENCE MEETS 


National Body Resieets Present Of- 
ficers; Manuals to Be Further 
Simplified; Few Changes 


Nothing of unusual interest occurred 
at the annual meeting last Friday of the 
National Automobile Underwriters’ Con- 
ference held at the Hotel Pennsylvania. 
Generally of late years this meeting has 
furnished excellent news material in the 
way of radical changes in meet new con- 
ditions in the automobile business, but 
apparently 1924 has not furnished the 
thrills or fears which prompt automobile 
underwriters to make definite departures 
from their current rates, rules and condi- 
tions. About the only matter of real in- 
terest associated with the meeting is the 
announcement that the 1925 manuals will 
be further simplified. This will be good 
news to local agents who have com- 
plained from time to time about the in- 
volved procedure required to ascertain 

rates on various makes of cars. 

All officers of the Conference were re- 
elected last week. Frederick B. Kellam 
is president; John Marshall, Jr., vice- 
president; and Herbert Ellis treasurer. 
It was voted to enlarge the actuarial 
and forms committee from seven to 
eleven members in order to allow each 
local conference two members. There 
will be some changes in rates, but all 
will be of minor importance. 


NEW COAST COMPANY 


Application for permission to use: the 
name American Pacific Fire Insurance 
Co. was made to the California Insur- 
ance department by James W. Going, 
former Pacific Coast fire insurance man- 
ager, who is at present at Los Angeles. 
Mr. Going, in an interview with the 
“Underwriters’ Reports,” states that the 
new company will make a public an- 
nouncement about the middle of Novem- 
ber, at which time further details of its 
plans will be made known. The com- 
pany, according to its organizer, will be 
ready for business about January 1, 19235, 
and will possess a capital and surplus of 
$1,000,000 cash. There will be no pro- 
motion expenses so that the initial cap- 
ital and surplus will be intact. 
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Aetna Auto Concern 
Ordered Dissolved 


VIOLATED N. Y. INSURANCE LAW 





So Called Service Outfit’s Solicitors 
Fraudulently Used Name of the 
7Etna Life 





The New York Supreme Court in 
Albany last Saturday ordered enjoined 
perfnanently and dissolved the Aétna 
Automobile Service Corporation of this 
city for the reason that it was deceiving 
automobile owners into thinking that 
the service contracts issued by the con- 
cern included insurance policies of the 
AZtna Life covering the holders against 
liability, property damage and _ collision 
risks. Judge Charles FE. Nichols stated 
when entering the order 

“Fraudulent stock schemes and fraudu- 
lent insurance companies must be driven 
from the state. Evidence presented so 
fully and clearly by the Attorney Gen- 
eral established conclusively the true 
nature of the defendant and made the 
decision in favor of the state inevitable.” 

Attorney General Carl Sherman called 
this a test case, likely to determine the 
fate of the other auto service outfits. 

For many months this year the Aftna 
Automobile Service Corporation had 
solicitors in the field, armed with ser- 
vice contracts which look like insurance 
policies, trying to collect money from 
car owners on the pretense that they 
were insuring these owners in standard 
insurance companies at cut-rates. The 
defendant’s representatives in this case 
used the name of the Attna Life Insur- 
ance Company. 

William A. Hyman, of James B. Hen- 
ney and William A. Hyman, well-known 
insurance lawyers at 100 William Street, 
was appointed deputy attorney general 
to collect evidence and prosecute this 
case. His handling of the matter was so 
thorough and unequivocaly convincing 
that the Supreme Court last month will- 


ingly entered a temporary injunction 
against the Aftna Automobile Service 


Corporation, which has now been fol- 
lowed by the order dissolving the con- 
cern. It is the intention of the state to 
go after other similar auto service con- 
cerns which have been preying upon un- 
suspecting automobile owners. 

Nearly all these service concerns boost 
their schemes through adopting the 
names of prominent companies for their 
own use. Some of the concerns bear 
the following names: Continental, North 
America, United States, New Amster- 
dam, Travelers, and others. 

Text of Final Order 


The text of the final order of dissolu- 
tion as signed by Judge Nicols follows: 
“Now, upon motion of Carl Sher- 
man, Attorney General of the State of 
New York, attorney for the plaintiffs 
herein, it is hereby 

“Ordered, adjudged and decreed, that 
the defendant above named, its directors, 
trustees, officers, servants, agents, repre- 
sentatives, attorneys and employees, and 
cach of them, are hereby enjoined, re- 
strained and prohibited permanently 
from exercising any of the corporate 
rights, privileges or franchises of the 
said corporation; from selling, offering 
for sale or advertising for sale, or from 
otherwise attempting to dispose of, or 
disposing of the contracts, policies or 
agreement of the said corporation; from 
collecting, receiving or obtaining any 
moneys on any of its contracts, policies 
or agreements heretofore issued or made ; 
from in any manner attempting to con- 
duct the business of the said corporation 
directly or indirectly; from using any 
business methods calculated or likely to 
deceive persons into thinking that the 
defendant’s business may lawfully be 
carried on; from using the name “A‘tna” 

(Continued on page 34) 


Auto Recoveries 
Increase In South 


TOTAL THEFTS ON UP-TURN 





Claude Puatuecet: Atlanta, Reports On 
Activities of Underwriters’ Bureau 


This Year 


Claude Patterson, manager of the 
Southern division of the Automobile Un- 
derwriters’ Detective Bureau, in his re- 
port for the year ending September 30, 
gives encouraging statistics on the re- 
covery of stolen cars in Southern states 
in the face of the increase of reported 
thefts. 

“A study of the statistics attached to 
this report will indicate,” says Mr. Pat- 
terson, “that the Bureau has been doing 
some real work through its own men: 
652 recoveries in 1924 as against 390 in 
1923; an increase of 262, or 66 2/3 per 
cent. 

“We ‘processed’ 325 cars this year, as 
against 226 last year. We also disposed 
of salvaged cars for members during the 
year in the sum of $25,090. 

“The value of total cars recovered by 
Bureau employes during the present year 
is $227,775, as against last year’s record 
of $166,750, an increase of $61,025. 

Thefts in 1922, 1,985; 


average per month, 162 
1923, 2'721: 99 ” ” ~ 
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broken up in eleven different points in 
the state and in spite of the further fact 
that, out of 300 thieves convicted, 150 
were sentenced to the penitentiary in 
this state. 

“Atlanta continues to lead the South 
in the number of cars stolen and to this 
may be attributed the fact that every 
principal street leads to a good highway 
from Atlanta to other towns, making it 
very easy for the thief to operate. In 
addition, bootlegging is carried on on a 
large scale in Atlanta and vicinity and 
many of the cars stolen here are carried 
to the mountains and traded for whiskey. 

“The registration of Title Law was in- 
troduced in the 1924 session of the 
Georgia Legislature, but was tabled by a 
small majority. It is believed that this 
law will be passed at the next session. 

“With a registration of cars almost 
equal to North Carolina, the theft 
situation in Virginia has been very satis- 
factory during the past year. 


” 1924. 3.412: ” ” » 9841/3 “This state has also passed the reg 
Total Thefts 
RECOVERED 
Recoveries Recoveries : ; Thru 
Thefts During Thefts Prior Total T hru No - 2nd Hand 
Thefts Fiscal Year Oct. 1, 1923 Recoveries By Bureau By Others Heat Test lheft Reports 
3,412 1,856 250 2,106 652 1,394 325 52 8 


Getting Ford Cars Back 

“While the theft of Ford cars con- 
tinues to keep pace with production on 
a percentage basis, | would call attention 
to the very substantial increase shown 
in recoveries of this make of car during 
present fiscal year: 2,327 stolen, with 1,- 
162 thereof, or 50%, recovered; whereas 
total recoveries of Fords—those stolen 
this year and prior—is 1,358, or 58'%% of 
total thefts for 1924. 

“All other makes stolen total 1,085, of 
which 694 recovered, or 64%. Total re- 
coveries other makes—those stolen this 
vear and prior—748, or 69% of total 
thefts of all other makes during present 
fiscal year. 

“Thefts for 1924 over 1923 amount to 
691 cars. Cars showing increase in theft 
over 1923 of two or more cars are as fol- 
lows in part: 


CHEUTOIe ae ooo wh ae earns 46 
Be 5 cen elece es cuee Te 
| cis) SIR eee a Oe eas rr 593 
CONG UIMIR oe ee cere anes 29 
SEIOAMO® © cacccnncccecscuss 44 
emia iac ic aa tae ans eras 18 


Following makes show drop off of two 
or more over last year. 


CTMNIEES ok cicvouc cecum wears 7 
CII oe iia Soke wet macs em oores 26 
PRUNE kee islass ince sea 9 


Situation In Various States 

“The Certificate of Title Law in force 
in Alabama since January 1, 1924, is not 
bringing about results equal to those ob- 
tained in other states having the Title 
Law. ‘This is attributed to the fact that 
the Albama law does not provide suf- 
ficient funds for its enforcement and the 
further fact that because the law is so 
different from what the people have been 
accustomed to, it has been necessary to 
more or less educate them to its impor- 
tance. In 1925 it is hoped that the Title 
Law will be more effective. 

“The registration of Title Law in force 
in Florida has shown its worth in the 
15 months it has been in operation. 

“The theft situation in Georgia has 
gone from bad to worse in spite of the 
fact that gangs of thieves have been 


istration of Title Law during the past 
year and it is being efficiently administer- 
ed by the Motor Vehicle Commissioner, 
whose office was created at the same 
time. 

“The Commissioner has a corps of in- 
vestigators who operate in various parts 
of the state and who have been particu- 
larly active in breaking up the theft otf 
automobiles. 

“The market for stolen cars in Virginia 
is being steadily decreased and along 
with North Carolina this state is en- 
joying greater immunity from the depre- 
dations of automobile thieves. 


Tracing Cars for Department of Justice 

“In order to check the matter of 
whether bootlegging cars are stolen cars, 
we have checked during the past year 
cars seized for hauling whiskey as fol- 
lows: 


Weaeiet eS crac Wacan tacts teeds 217 
CHET MANES oecccccsccce une 130 
Bs | ee rn re eer 347 


“None of these cars were found to be 
stolen.” 
Statistics of Arrests, Convictions, Etc. 


1924 1923 

Apprehended .......... 358 258 
COMPINE ccccccccseces 280 190 
Penitentiary sentences 249 171 
Awaiting trial ........ 63 66 
DU ixcidccacccutnncns 10 11 
Suspended sentence 5 
UNGMU vckwickes cna 1 5 
Reformatory .........-. 3 5 
Forfeited bond ........ 2 3 
ROGMIUIER hikes cveicves 14 13 
PERGIN esaviricsccaddxs 0 1 
Adjudged insane ..... 1 0 
Years sentenced 

(Minimum) .......... 524 429 
Years sentenced 

(Maximum) ......... 739 Unrecorded 
Average sentence 

(Minimum) ..........2 ,1%mo. 2 yr., 6mo. 
Average sentence 

(Maximum) ......... 3 yr. Unrecorded 





JOIN AUTO CONFERENCE 


The Western Automobile Underwriters’ 
Conference has elected the Federal Union, 
the Columbia of Ohio and the Manhattan 
of New York to membership. Applica- 
tions are pending from the Svea and the 
Hudson, 


Indemnity Mutual’s 
Staff Profit Scheme 


UNIQUE IN INSURANCE WORLD 
One Hundred Year Old British Com- 
pany Describes It In Centenary 
Volume Received Here 
In 1917 the directors of the Indemnity 
Mutual Marine Assurance Co. of Eng- 
land inaugurated a staff profit sharing 
scheme which is unique in the insurance 
world. When the scheme was launched 
it was to a certain extent experimental 
and was founded on a trust deed which 
set the period of its existence at five 

years. 

The directors agreed, on behalf of 
the Company, to set aside 2 p. c. of the 
underwriting profits over £20,000 every 
year, and to hand that amount to trus- 
tees appointed on behalf of the staff. 
One-half of the amount created a long 
service fund to be distributed among 
the staff according to length of service. 
Five years’ service earned one share; 
ten years, two shares; fifteen years’, 
three shares; twenty years’ four shares; 
and twenty-five years’, and over, five 
shares; and the long service fund was 
divided in those proportions. The re- 
maining 1 p. c. created an efficiency 
fund, which was allocated, at the dis- 
cretion of the directors, according to the 
efficiency of each individual member of 
the staff. The scheme was introduced 
when the majority of the pre-war staff 
were on service and their interests were 
especially protected by the arrangement 
whereby service in His Majesty’s Forces 
was counted as service. 

Five years have passed since its in- 
auguration, and the scheme has left the 
experimental stage. The original trust 
deed has been cancelled, but in future 
the allocation will be 4 p. c. of the profits 
of the company above £20,000, with a 
maximum distribution of £3,000. 

This profit sharing scheme is described 
in the centenary volume of the company 
which has just been received in this 
country, one of the copies being in the 
possession of the Insurance Society of 
New York. 

A few years ago the control of the 
Indemnity was purchased by _ the 
Northern Assurance. Viscount Milner 
is chairman of the Indemnity. 





yrs IN PORT RISK CLAUSE 

London, November 1.—The Institute of 
London Underwriters today brought into 
effect their amendment to the Standard 
Port Risks Clauses. The additional words 
in inverted commas form the amendment: 

Institute Standard Port Risk Clause.— 
Warranty “A”—Warranted free from any 
claim arising directly or indirectly under 
Workmen’s Compensation or Employers’ 
Liability Acts, and any other statutory or 
common law liability in respect of acci- 
dents to “or illness” of workmen, “or any 
other person employed in any capacity 
whatsoever by the assured or others in, 
on, or about or in connection with the in- 
sured ship or her cargo, material, or re- 
pairs.” 

The effect of this amendment is to de- 
fine more clearly the risks excluded by the 
warranty, but it is interesting to recall 
that the question of ship repairers’ liabili- 
ties was discussed at the recent Confer- 
ence of the International Law Association 
at Stockholm. 
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Embezzlement Losses 


Attributed To Laxity 


VIEWS OF NATIONAL’S HE 


E. A. St. John Says Employer’s Meth 
of Safeguarding Funds Are In- 
adequate; Suggests Remedies 


fallen off 
from the peak of 1921, 


Burglaries have SOmMCW 
but this is not 
These 


of embezzlement losses. 


are alarming the surety 


are attributed to the laxity 
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E. A. ST. JOHN 
funds by FE. A. St. John, president of 
the National Surety. 
Mr. St. John cites that the companies 
in 1913 paid losses totaling $3,328,789, 


while ten years later the same compat 
$20,912,700. 

“Our experience 
Mr. St. 


paid losses of 


John, “that the employer 


largely responsible for most embez 


es 


tends to shows,” said 


1s 


zle 


ments and fidelity losses. Of course, it 


is the employe who is put in jail for 
having stolen the money. But our in 
vestigations reveal in a great many cases 


that there would have 
all, if the employer had not opened 
way by the laxity of his methods. 


employer himself created the op 
thief, 


businessman has 


tunity to make the 

“Our modern 
vears been seeking easiest way of de 
business. He has 
such as it is, along the 
resistance. He does not want to i 
the expense of hiring 


been no theft at 


the 


The 


Or 


for 


ing 


adjusted his system, 
lines of least 


cur 


a certified public 


accountant to examine his books every 


three 
to take the trouble to have 
signatures on all his checks signed 
his employes and to have an accu 
internal check-up on all items daily. 
does not want to have the 


bother 


to six months. He does not want 
counter 


by 
rate 
He 


of 


checking up his own bank books every 


month. He does not want to take 
time to investigate every employe tl 
oughly 
the successful, 
pays no attention to such salesm 
reputation otherwise. Then he 
upon our bond for protection. 
“He conducts his business along 
lines of least resistance and then 
loss is passed on to us, 
as above stated. 


plausible salesman 


It is opportunity 


the 
10r- 


before he hires him. He wants 


and 
an’s 


relies 


the 
the 


when it occurs 


that 


wakes the thief, and only the trusted 


man can steal. 
Intentional Misstatements 


“Nor is this the 


some 


worst feature. In 
unhappily, the employer 
makes intentional misstatements of facts 
in his negotiations for a bond. Is it any 
wonder, therefore, that such a man has 
trouble with his aa ig — as lying 
to him and cheating him, if he has been 
lying regarding the duties ei system of 
these e mploye s? 


cases, 


“T recall one case of a merchant who 
wanted a $1,000 fidelity bond upon a cer 
tain employee. This was an isolated risk 
and the employer agreed that a certified 
Public Accountant would audit the books 
every three months, but failed absolutely 
to live up to his warranty. After three 
years, this employe took the yellow 
haired stenographer from the office and 
they eloped with $30,000 of his former 
employer's money to start himself up in 
business. 


“This employer probably thought him 









Toeel Por Seven Years 
£43,165, 066, # #52,816,342. 
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self shrewd in saving the money required 
for a quarterly audit. But it cost him 
exactly $29,000, which was his own loss 
above our bond. 

“If the employer ignores city fire ordi 
nances, his employes will smoke in his 
‘plant in defiance of his orders and en 
danger his plant. If the employer has 
his bootlegger, the employes will have 
theirs. If the employer frequents race 
tracks, pool-rooms, and gambles — or 
speculates, can he blame his employes 
for doing likewise? If he claims from 
insurance companies, items to which he 
is not entitled his employes will adopt 
his tactics. An employee that steals for 
you will steal from you. 

“In more than ninety per cent. of the 
embezzlement cases that come to our at 


tention, the losses are cumulative. The 
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employee, after his first mis-step, finds it 
so easy to steal and the chances of de- 
tection are so remote that he continues 
to take larger and larger sums, over a 
period of years, till something occurs 
that leads to his detection, as it always 
does. 
Suggests Remedies 

“The remedies lie in closer investiga 
tion into the record of employes and 
supervision of accounts by the employer 
himself; in the establishment of more 
perfect systems of checking up on each 
employe; in dealing with the public and 
with his employes in the manner he 
wants them to deal with him; in balanc- 
ing his bank books each month person 
ally and not entrusting that important 
duty to any employe. [executives who 
are too big to watch important details, 
usually end in’ bankruptcy. 

“Our business men should follow the 
same system practiced for many genera- 
tions by English merchants of employ 
ing a certified public accountant to come 
in at regular intervals and investigate the 
business thoroughly. An Englishman 
has his doctor and his lawyer, and he 
considers such services just as impera- 


tive for the good health of his business, 
as he considers the services of the doctor 


for his personal health. 

“Employers, public prosecutors and 
magistrates must join in a campaign for 
relentless prosecution of the criminal 
and severer prison sentences. Financial 
and commercial institutions must in- 
crease protection of messengers and 
funds; must be more careful in selecting 
new employes; must watch even old and 
trusted employes and install better sys- 
tems of accounts and checking. 

“Citizens and public officials must in 
sist upon honesty courses in the public 
schools. Magistrates must increase re 
spect for the law by imposing more 
severe sentences. Surety companies must 
seek to punish more severely the un- 
faithful bonded = man. They should 
make the punishment fit the crime. 

“While these measures will not end 
burglary and embezzlement they will pre- 
vent. their and should greatly 
lessen the yearly loss.” 


increase, 


RETURNS TO NATIONAL 
Jallard MeCall has 
National Surety after an eighteen 
months’ absence, during which time he 
was engaged in the insurance broker 
age business. 


returned to the 
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Insurance Men Worry 
Too Much, Says Holland 


MUCH TOO INTROSPECTIVE 


Independence Indemnity President Tells 
Casualty & Surety Club a Story to 
Prove This Point; Banquet at Astor 


Insurance men are too introspective, 
Charles H. Holland, president of the In- 
dependence Company, told the Casualty 
and Surety Club of New York in a talk 
at the Hotel Astor one night last week. 
In Mr. Holland’s opinion insurance peo- 
ple have a mania for self analysis, for 
their troubles until they 
them entirely out of ther sig- 
proportions. 


brooding over 
magnify 
nificant Sometimes they 


even worry over phantoms and myths. 


He told a story to illustrate his point. A 
man with a very long beard did not re 
gard it as an inconvenience until finally 
“When you retire 
do you put your beard inside or outside 
the bed-clothes?” That started him 
thinking. The first night he put the 
beard outside. It felt uncomfortable. 
The second night he put it inside and felt 
more uncomfortable than ever. On the 
third night he decided to sleep in a 
chair and that did not work. Inside of 
a week he died of insomnia. 

“If he had not worried about that 
beard,” said Mr. Holland,” he would still 
be living. “I think there is a moral in 
this for the insurance business.” 

Mr. Holland had followed James A. 
seha, New York superintendent of in- 
surance, who told the insurance men 
that he thought there should be a prefer- 
ential class of risks. The man who had 
no accidents should get better rates or 
better treatment from insurance com- 
panies than those who were careless. 
Mr. Holland said that he agreed that 
carelessness should) be penalized, but 
company committees that reported on 
the subject wondered how companies 
could do this without violating the anti- 
discrimination law. Naturally, the insur- 
ance companies would rather insure peo- 
ple with good records than the other 
kind. 

It was the insurance 
first appearance at a 
since his appointment. 

An argument against government own- 
ership based on the viewpoint of the 
railroad objection to it was made by 
Robert S. Binkerd, vice-chairman of 
committee on public relations, Eastern 
Railroads. Mr. Binkerd was formerly 
secretary of the City Club and has told 
a story of the importance to the com- 
munity of private initiative before many 
organizations. In February ge March 
of this year he broadcasted a series of 
talks on “The American Citizen and His 
Railroads.” He said that government 
ownership was not an alternative,” it 
Was a surrender. 

“It is a surrender to ignorance against 
the demonstrated experience of man- 

kind,” he said. “It is a surrender of all 
hope for an intelligent economic society. 
The same ignorance of economic law, the 
same misunderstandings which hamper 


someone said to him, 


superintendent's 
casualty banquet 


railroad corporations today would ham- 
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per government tomor- 
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row—but, mark you, to a great extent 
and more effectively. We would pass 
from the efficiency produced by invest- 
ing dollars where they will do the most 
economic good, to the inefficiency that 
inevitably comes from investing dollars 
with an eye to the political results. 
Kvery dollar invested in railway facilities 
would produce less service. All that 
would happen would be that we would 
have to pay an increasing proportion of 
the national income for an inferior trans- 
portation service; that it would take a 
larger part of our annual savings in- 
vested through the government to keep 
our transportation facilities abreast of 
our traffic needs; and that, as a people, 
we should have less of our annual sav 
ings left for other public and industrial 
purposes.” 

After describing railroad operation un- 
der government ownership Mr. Binkerd 
told of the improvement after the rail- 
roads had returned to private hands. He 
said: 

“Today the railroads can move ten per 
cent more freight in a single week than 
they could five years ago and yet not 
begin to touch the maximum of their 
capacity. 

“Freight rates have been reduced more 
than $700,000,000 a year, and yet railroad 
earnings—which were practically nothing 
in 1920—show signs of encouraging im- 
provement. 

“Out of the earnings of 1924 not a 
penny will be paid to railroad stock- 
holders and bondholders which the rail- 
roads of this country did not first create 
out of efficient and economical opera- 
tion.” 


LIQUIDATE AUTO COMPANY 


Distribution of Are of the Cadillac 
Insurance Co. Will Be On Basis 
of 90% It Is Expected 
Lansing, Mich., Nov. 5. 
the assets of the 


Distribution of 
Auto 
Company of Detroit on 
a basis which will probably exceed 90 per 
cent is expected soon, with the filing Sat- 
urday in Ingham county circuit court of a 
petition asking that liquidation be permit- 
ted to proceed. 


defunct Cadillac 


mobile Insurance 


Leonhard T. Hands, state 


insurance commissioner and receiver for 
took this semi-final step in 
closing up the affairs of the 
which have been under 
for almost a year. 

The company, of which Eugene Sond- 
heim was president and Eugene Corle, sec- 
retary, was investigated by the state de- 
partment after it had been in operation 
only four months. It was discovered that 
it was impaired to the extent of its capital 
stock of $100,000 and its affairs were in 
such bad condition that an immediate re- 
ceivership was necessary. A mutual by 
the same name had been taken over by the 
Cadillac at the time of its organization and 
a mutual, operated by the.same men in 
Cleveland, ran into trouble when the Mich- 
igan company was probed. A receivership 
Was instituted in the case of Buckeye State 
company, also. 

Several court actions have held up final 
disposition of the company’s assets as the 
state department was ready to close the 
case last June. 


the concern, 
company 
his administration 


NO MISSOURI STATE FUND 
Early Returns Indicate to St. Louis Ob- 
server Defeat of Workmen’s Com- 
pensation Measure 


A telegram from Tue Eastern UNper- 
WkITER’S correspondent in St. Louis is to 
the effect that incomplete returns from 
scattering precincts in St. Louis and 
rural Missouri indicated at noon Wed- 
nesday that the workmen’s compen- 
sation amendment had been defeated. If 
it had gone through it would have meant 
a monopolistic state fund in Missouri. 
Final returns on this and some other 
amendments will not be available for 
several days, so it is impossible to give 
authoritatively the result. 
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1 
Casualty Lectures tion.” P. H. Guil foil, Norwich Union 


of 


FINE 


Course Arranged by Committee Consist- 


ing of 
Cc. W. 


The Insurance 
it has completed its list of lecturers for 


the three 
which 


man of 
members 


Edward C. 


is the 


Starts 
Crewe, of 


beginning of a new course. The 
intermedi: 
a continuation of the old courses. The 


Indemnity. 
“Analysis of Laws.” Leon S. Senior. 
“Workmen’s Compensation Insurance 
Contract.” T. U. Lyman, Aetna Life. 


Insurance Society 


LIST OF SPEAKERS 


Automobile Insurance 


Automo- 
Globe In- 


“History and Organization of 
bile Insurance.” W. S. Barton, 
demnity. 

“Need of 
ford Crewe, 

“Policy 


Rexford Crewe, Chairman; 


Lewis and Edward C. Lunt 


Automobile Insurance.” Rex- 
Maryland Casualty, 
Contract, Liability.” W.  L. 
Witschen, Commercial Casualty. 
“Policy Contract. Property Damage and 
Collision.” W. J. Witschen. 
“Manual Rules Governing 
Underwriting.” T. Y. Beams, 
demnity 
. “Private 
courses will be “Commercial 
Beams. 


Society has announced 
courses in casualty 
November 21. 
the Maryland Casualty, is chair- 
the casualty committee, other 
being Clarence W. Lewis and 
Lunt. The junior year course 


insurance, 
Rexford 


Automobile 
Royal In- 


Pleasure Cars.” T. Y. Beams 


senior Automobiles.” Ts YY. 


ite and 


course follows ; “Public Automobile.” T. Y. Beams. 
Junior Course “Garage Owners’, Manufacturers’, Deal- 
Workmen’s Compensation Insurance ers’ Risks.” ‘T. Y. Beams, — : 
“Historical Background.” F. Robert- “Organization and Practice of Automo- 


S( mn-J ones, 


licity 


Bureau. 
“Statutory Law 


Workmen’s Compensation Pub- bile Rate Making.” H. P. 
National Bureau of Casualty 
Underwriters. 


Stellwagen, 
& Surety 


Defined.” Leon S. 


Senior, Manager Compensation Inspection “Experience Rating, Theory and Prac 
Rating Board. tice.” HH. P. Stellwagen. 
“Court Procedure Developed Under the “Special Risks, Underwriting and Rat- 


Statutory 


“Transition 
Statotory 


Law.” FF. Robertson-Jones. ing.” HH. P. Stellwagen. 
~ . “nts = i 
From Common Law or Claim Procedure. 
Law To Workmen’s Compensa- Commercial Casualty. 


Fred H. Rees, 
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Correspondence 

“Business Correspondence.” 

Kilduff, School of Commerce, 
University. 

Intermediate Course 


Edward J. 
New York 


“Public Liability Insurance.’ Milton 
Acker, National Bureau of Casualty & 
Surety Underwriters. 


“Policy Contracts.” H. P. 
Norwich Union. 
“Adjustment and 
Reid, Travelers. 
Accident and Health Insurance 
“General 
Clarence A. 


Jackson, 


Losses.” Calvin P. 


Underwriting 
Giffin, Aetna Life. 

“Standard Policy Contracts.” 
kK. Ward, Preferred Accident. 

“Adjustment of 


Principles.” 
Charles 


Li ysses,”” 


Philip G. 


Harris, Sun Indemnity. 

“Medical Problems.” William A. Wil- 
son, M. D. 

Burglary and Theft 

“Underwriting Principles.” Paul = L. 
Wellner, Fidelity & Deposit. 

“Policy Contracts.” Fred S. Garrison, 
Travelers. 

“Methods of Rating.” Leo H. Carr, 
National Bureau. 

“Inspections and Selection of Risks.” 


John Best, National Surety. 
“Adjustment of 


Losses.” Joseph W. 
Conklin, 


United States F. & G. 

Senior Course 

Workmen’s Compensation Insurance 

“Study of Comparative 
United States and 
Sweitzer, Indemnity 
of North America. 

“Study of Underwriting Principles and 
Policy Contracts.” Clarence W. Hobbs, 
National Convention of Insurance Com- 
missioners and National Council. 

“Study of Manual Rates and Rules and 
Classifications.” Richard V. Goodwin, 
Maryland Casualty. 

“Study of Schedule Rating.” H. F. 
Richardson, National Council on Compen- 
sation Insurance. 

“Study of Experience Rating.” 
W. Greene, National Council. 

“Rating Methods and Organizations.” 
G. F. Michelbacher, National Bureau. 

“Payroll Auditing.” C. S. Fowler, 
Ocean Accident & Guarantee. 

“Adjustment of Losses 
Nunan, Maryland Casualty. 

“Important Legal Decisions.” 
Lilly, Maryland Casualty. 

Property Damage Insurance 


Laws in the 
Procedure.” G.I. 
Insurance Company 


Winfield 


William J. 


Austin J. 


Soiler Insurance.” CC. C. 
Hartford Steam Boiler. 
“Flywheel, Engine Breakage and 
trical Machinery Insurance.” C. C. 
ner, Hartford Steam Boiler. 
“Sprinkler Leakage and Water Damage 
Insurance.” Walter B. Baughan, Aetna 
Casualty and Surety. 
“Miscellaneous Property 


Gardiner, 


Elec- 
Gardi- 


Damage.” Na- 


tional Bureau. 
Plate Glass Insurance 
“Plate Glass Insurance.” Nelson D. 


Sterling, Fidelity & Casualty. 
Statistical Methods and State Returns 


“Premium and Loss Reserves.” Frank 
A. Eger, Indemnity Insurance Company 
of North America. 

“State Returns.” Charles G. Smith, 


New York State Insurance Department. 
Coding.” Frank A. Eger. 
Conservation and Accident Prevention 
“ Accidertt Shaw, 
the Travelers. 
“Inspections.” J. G. Shaw, the 


Prevention.” J. G. 
Travelers. 


COMPANY SUED 

The Business Men’s Assurance Co. lias 
been made defendants in a Colorado suit 
for $5,000 filed by Mrs. Dora A. Scott. 
The arene alleges that this money is 
due her on a policy issued to cover the 
life of .her husband, George G. Scott, 
who committed suicide. Nothing, so far, 
has been said relative to a suicide clause. 


The London & Lancashire Indemnity 
has appointed John J. Falvey & Company 


general agents in Chicago in addition to 
their branch office there. 
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Quick Cutting of Bank Deposit 

Recently the president of a casualty 
company was made a director of a bank 
in New York City. As soon as the news 
was made public another casualty com- 
pany, which had a deposit of something 
‘ess than $100,000 in the bank, withdrew 
its balance with the exception of a few 
hundred dollars. 

x « * 


Approaching an Audience the Wrong 
Way 

Joseph B. Mills, of Detroit, president 
of the Direct Mail Association, made a 
flop at the Insurance Advertising Con- 
ference by trying to speak without being 
posted as to his audience. Instead of 
telling the conference something about 
direct mail and why there is a direct mail 
association, he made the mistake of offer- 
ing advice to insurance men, but if the 
advice had been worth $10,000 a carat 
it would have been futile in the face of 
his introduction which was couched in 
this merry vein: 

“| have given instructions to my sec 
retary that there are three types of 
men who cannot crash my gate: bond 
men, automobile salesmen and insurance 
solicitors.” 

It had the same reaction on the audi 
ence as if he began an address to some 
bankers and told them that he thought 
that people who have savings banks ac- 
counts should really be in Kankakee or 
Matteawan. 

Mills is publicity director of a depart 
ment store in Detroit. He also criticised 
insurance advertising and insurance sell 
ing material, it being his idea that to 
sell insurance one should lead up to it. 
“Do not talk insurance right off the 
bat; get the prospect's attention first.” 
In other words, he would cloak the prop 
osition in mystery, the initial letters or 
literature being curiosity stimulators. 
There are some people who make an 
approach that way, but there are a lot 
of backfires in that kind of soliciting. 

x ue Ok 


Banquets 


\n expert banqueter—a man who 
goes to as many of these affairs as two 
a night—takes the position that the real 
pull of the public dinner in‘ this coun- 
iry is not the speeches, most of which 
bore the banqueters intensely, but the 
opportunity for social mingling. This 
makes the most enjoyable part of the 
dinner in very many instances—the half 
hour or hour mixing of the guests be- 
fore they gather at the tables. Here is 
the opportunity for the managers of the 
rival companies and the executives to 
meet each other and talk small talk to 
the exclusion of the “affairs of state”’— 
small talk instead of shop talk. Then 
once in the banquet room the company 
people can sit with whom they want. 

In view of the fact that so many peo- 
ple go to dinners to meet other people 
and not to hear speeches, the dinner 
mmanagers should contribute as much as 
possible to the success of the occasion 
by removing obstacles to sociability, and 
one place where there can be a lot of 
reform in insurance dinners—and there 
is no business where there are so many 
dinners—is by paying more attention to 
the music. Just any old band will not 


do. There are orchestras and orchestras. 
The ideal orchestra is the one which, 
under good leadership, proves so in- 
fections and inspiriting that the guests 
want to join in singing, which has the 
effect of making everyone a part of the 
show. When there is no singing the 
orchestra or band should be regulated. 
The playing should be at intervals and 
not continuous. There is one colored 
orchestra which is heard at numerous 
insurance banquets in New York City, 
led by a man who begins on a new 
number almost before the echo of the 
concluding melody of the preceding num- 
ber dies out. It is a particularly noisy 
hand and the resulting conversation mor- 
tality is terrific. Did you ever try to 
tell a story in the face of a jazz band? 
It is a strain on the nerves. Here is a 
case where the band leader should be 
censored and told to permit a few breath- 
ing spells so that he will not kill the 
social and conversational values of the 
dinner. Well, that’s off our chest. 
kok Ok 
Propaganda 


The Eastern Underwriter has had 
something to say at various times about 
the unfair type of propaganda which is 
the curse of dinners and banquets and 
lunches in this city. In such cases 300 
or 400 or even 1,000 men belonging to 
an association gather to hear a speaker 
who is introduced as “a great orator” 
or “a wonderful man” and then after 
a short camouflage talk on insurance or 
something else (picking his introduction 
to fit the crowd), launches off on a fa- 
vorite propaganda. It is a mean trick- 
getting an audience under false pre- 
tenses. 

No one objects to hearing a paid talk- 
er of the League of Nations, of the trust 
companies, of the railroads, of the thea- 
tres, of the movies, of any organized 
movement if he is properly ticketed by 
the toastmaster or chairman, but to 
argue for a special interest in the guise 
of talking about something else only an- 
tagonizes the intelligent part of the 
audience. 

* Ok Ok 


A Presiding Officer Who Is Fair 

W. G. Falconer, president of the Cas- 
ualty & Surety Club, and also president 
of two casualty insurance companies, is 
to be congratulated upon his fairness in 
correctly introducing Robert S. Binkerd, 
the principal speaker at the Casualty & 
Surety Club’s dinner last Thursday night. 
Mr. Binkerd is vice-chairman of the 
Committee on Public Relations, East- 
ern Railroads, Eastern President’s Con- 
ferences—in other words, a publicity man 
for the railroads—and Mr. Falconer said 
so. Thus, the diners did not hear what 
he had to say under any false pretenses. 
He was out to make an argument against 
government ownership and to defend 
and eulogize railroad operation in this 
country as at present administered. He 
did his job well and also encouraged the 
insurance fraternity in the fight it is 
making against the state entering the 
insurance business. 

It was only to be regretted that when 
Mr. Binkerd was explaining how gov- 
ernment officials loaf on the job and are 
inefficient as compared with those who 
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are working for corporations and _ indi- 
viduals he did not stop a minute to pay 
a little tribute to the hard-working, con- 
scientious men connected with the New 
York Insurance Department who were 
seated with him or near him at the table. 
These men included Superintendent of 
Insurance Beha, Deputy Daniel F. Gor- 
don, and Charles FE. Heath, chief exam- 
iner of the casualty companies. As 
Binkerd lambasted public officials a cyn- 
ical smile was seen creeping over the 
faces of the Insurance Department 
people. 
k ok Ok 
A Fine President 

Mr. Falconer is an ideal type of man 
for president of the Casualty & Surety 
Club. He not only has distinction in his 
business, but has a dignity which the 
office should command. He is generally 
regarded throughout the casualty world 
as a fine type of executive and one of 
the best posted. He has traveled ex- 
tensively and has been in the offices of 
many general agents and other produc- 
ers. He takes more than a casual, per- 
functory view of salesmanship and ex- 
periences pleasure in hearing of sales 
achievements and meeting producers face 
to face. This has added to his popu- 
larity in the field. Mr. Falconer, by the 
way, attended George Watson’s School 
for Boys in Scotland, an institution 
which is the Alma Mater of ten of the 
leading life insurance actuaries of this 
country. 

Among those who attended the Cas- 
ualty & Surety Club dinner were Presi- 
dents Holland, of the Independence In- 
demnity; Frizzell, of the Indemnity In- 
surance Company of America; St. John, 
of the National Surety; and Vice-Presi- 
dent Moray, of the Hartford A. & I. 

x ok Ok 


“The National Insurance Journal” 


The statement of ownership of the 
“National Insurance Journal,” published 
in Washington, Ill, and the organ of the 
reciprocals, shows that the publisher and 
owner is Phillips Goddard; the editor, 
Myrvan Weeks; the managing editor, 
W.H. Crum. Mr. Crum lives in Spring- 
field, Mr. Goddard in East Peoria, II. 


* * * 


Comments on Two Failures 


“The National Insurance Journal” de- 
votes its leading editorial of October 20 
to a discussion of the failure of a recip- 
rocal and a stock company—the Asso- 
ciated Employers Reciprocal of Chicago 
and the Inter-State Casualty of Birming- 
ham, and concludes with this observa- 
tion: 

“We believe it to be a better plan to 
say to the public that both systems of 
insurance are sound and that there is no 


call for alarm on account of the failures 
of either one of these institutions. We 
believe it a better plan to advise the in- 
suring public that both systems of in- 
surance are perfectly sound and that no 
alarm should be taken on account of the 
failure of an institution organized on 
either system. The people of this coun- 
try must have insurance and it is for 
them to choose what system they will 
patronize.” 


HONORING MISS LINDSTROM 


Agents of North American Accident 
Making Drive for Business as Tes- 
timonial to Women’s Dept. 


The agents of the North American 
Accident in Chicago are honoring a wom- 
an and the Women’s Department of the 
company in their November work. She 
is Miss Elizabeth Lindstrom, who is 
manager of the Women’s Department. 
Miss Lindstrom has been with the North 
American Accident all of her business 
life. That company writes a large num- 
ber of policies for business women, pro- 
fessional women, housewives, clerks, 
stenographers, cashiers. In a letter to 
the agents of the company vice-presi- 
dent says: 

“Women like insurance—women ap- 
preciate the value of insurance—women 
are buying income insurance—are you 
selling income insurance to women? 
Have you tried to sell a woman’s policy 
to the wife of each of your present 
policyholders ? 

“We request you to particularly remem- 
ber Miss Lindstrom and the Women’s 
Department in your solicitations in No- 
vember.” 


BURGLARY RATE REVISION 


The contemplated burglary rate re- 
vision will apply to several classes of 
residence, hold-up and robbery risks lo- 
cated outside of New York City, and 
there will be some increases and some 
decreases. The revision will be based 
on available experience. It is believed 
that the open stock and bank rates will 
not figure in the revision. Jewelry risk 
rates may possibly be increased con- 
siderably. 


TO HONOR WAR DEAD 

At a meeting of the committee of 
seven of the National Bureau of Cas- 
ualty & Surety Underwriters, of which 
John S. Turn, of the Attna, is chairman, 
it was recommended to all the casualty 
offices in New York that they honor the 
memory of those who died in the World 
War by a period of silence on Armistice 
Day, November 11 
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Offering Chauffeurs 
Accident Coverage 


AT AN ADDITIONAL PREMIUM 


National Casualty Issuing New Policy 
Covering Automobile Drivers and 
Garage Employes 


The National Casualty has arranged to 
issue an automobile accident policy to 
chauffeurs, garage employes and others 
whose daily work caused them to be in 
or work on automobiles, covering oc- 
cupational accidents so far as an auto- 
mobile is concerned, as well as the street 
hazard at a premium of $10 a year. The 
National writes the $5 policy for pleasure 
car drivers and the public generally, but 
has been unable to issue these policies 
to chauffeurs and garage employes on 
account of the extra hazard involved. 

The new policy pays: $25 per week for 
twenty-six weeks if totally disabled by 
an accident while the insured is operat- 
ing, driving, riding in, demonstrating or 
cranking an automobile, or in conse- 
quence of being struck by, run down 
or run over by an automobile, or if such 
disability is caused by the burning or 
explosion of an automobile. It pays 
$12.50 per week for four weeks if 
partially disabled and $37.50 per week 
for four weeks if confined in a hospital 
because of injuries. $5 is allowed for 
physician’s services if injuries sustained 
do not cause disability. 

The policy also provides for the pay- 
ment of $1,000 for accidental death, or 
loss of both hands, or both feet, or both 
eyes, due to an automobile accident. 
If the policy has been in force for five 
years the company will pay $1,500 for 
any of the above specified losses. Any 
person, male or female, can be insured 
by the company providing they are be 
tween the ages of 15 and 65. 


Valuing Disability 
Provision Plans 


OFFICE METHODS FOLLOWED 


Actuary Mrashall of Provident Mutual 
Explains Use of Cards On Rate of 
Becoming Disabled 





In a discussion of office methods of 
obtaining policy Edward W. 
Marshall, associate actuary of the Provi- 
dent Mutual Life, showed the procedure 
followed by that company. 

“Where the group method of valuation 
is employed for regular policies,” said Mr. 
Marshall, “it is frequently customary to 
keep a sub-total of the amount of insur- 
ance by plan, year and age at issue on 
policies containing the disability provision. 
These amounts are then combined in a 
few general plan and age groupings and 
weighted average reserves applied along 
the lines indicated in the above-mentioned 
article. 

“A number of companies,” he explained, 
“possibly feeling that the modern income 
disability provision with its increased bene- 
fits requires close study, maintain a special 
perforated card for each policy with dis- 
ability provision. Where the double in- 
demnity provision is included in the policy, 
the same card is often used to cover both 
features. 

“The disability valuation card of the 
Provident Mutual Life is one of this type. 
This perforated card shows policy num- 
ber, plan, year of issue, age at issue, office 
year o fbirth, year when disability cover- 
age ceases, year when premiums terminate, 
gross yearly premium for disability provi- 
sion, and gross yearly premium for in- 
surance and disability provision combined. 
3y sorting the cards by attained age and 
by vear coverage ceases, and tabulating the 
amount of insurance for the group, the 
present single premium for the disability 
income feature may be determined, the 
income being $10.00 monthly per $1,000 


reserve, 


insurance, Similarly by sorting by attained 
age and by year premiums cease, the present 
single premium for the premium waiver 
feature may be obtained, and also the 
present value of future net premiums. 
Tables of single premiums and annuity 
values have been prepared for the purpose. 
Adding the first two single premiums and 
deducting the value of future premiums, 
the reserve for the group is found at once. 
Quinquennial age groupings are employed 
and the entire valuation is quickly made. 
_ “The policies with premium waiver 
feature only are valued separately in groups 
in like manner. As the reserve basis for 
the disability provision used by the Provi- 
dent Mutual Life is on a higher basis than 
Hunter’s 3%, the necessity of adjusting 
for the few negative reserves possible on 
the waiver feature is practically eliminated, 
and it is disregarded except when the re- 
serve for an entire group is found to be 
less than one-half of the gross extra 
premium. In finding the present value of 
tuture net premiums, the gross extra 
premium was reduced to the net basis by 
formula. , 
“The cards are useful for making studies 
of the rate of becoming disabled on a select 
and ultimate basis, the exposed to risk 
being found readily in a manner analogous 
to that for mortality experience outlined 
above in paragraph (4) under ‘Collateral 
Advantages of Attained-age Valuation Sys- 
tem.’ Also, an approximate estimate of 
the gross disability premiums received, as 
required on the Income page of the Annual 
Statement, may be made by applying to 
the cash gross premiums of the year the 
percentage which the total gross yearly 
disability premiums on business in force 
December 31st bears to the corresponding 
gross yearly premiums on all insurance in- 
cluding the yearly disability premiums, as 
obtained from the valuation systems. A 
still closer approximation of this amount 
may be had by separating the cash gross 
premiums of the year on policies contain- 
ing the disability provision and applying 
thereto the ratio which the total gross 
yearly disability premiums bear to the 


HAS NOT MADE UP HIS MIND 





Superintendent Beha Still On “Fishing 
Expedition” Relative to Acquisition 
Cost Position 
Has Superintendent Beha of New 
York made up his mind as to what posi- 
tion he will take on the subject of ac- 

quisition cost? 

It is reported that he has not, but that 
he is interviewing various companies and 
others interested in order to find out 
what the sentiment is; particularly as 
regards to how the acquisition cost 
agreement is working out. In other 
words, he continues on a “fishing trip” 
for information. 


DISCUSS RECIPROCALS 
Canadian Insurance Superintendents 
Recommend Legislation Similar to 
That on Canadian Statute Books 
At the recent Conference of the Provin- 
cial Superintendents of Insurance — in 
Toronto a special report on reciprocal in- 
surance was adopted. The Conference ap- 
proved the principle and form of the 
Intario legislation subject to an amend- 
ment to make the deposit provisions of 
the act applicable to exchanges the head 
offices of which are situated outside of 
Canada. In other words, the Conference 
agrees on the principle of a deposit from 
foreign reciprocals, the same deposit regu- 
lations to apply as to a stock fire com- 
pany; i. e., $25,000 for business transacted 
in one Province only; and $50,000 if busi- 
ness is to be done in more than one 

Province. 


MADE RED CROSS CHAIRMAN 

M. L. Jenks, vice-president of the Amer- 
ican Surety has been appointed chairman 
of the casualty and surety division of the 
eighth annual Red Cross roll call, 





total gross yearly premiums for insurance 
and disability provision combined on the 
same policies, which may be obtained when 
the disability valuation is made.” 
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companies. 








Owners’ Liability, Owners’ Construction 
Liability. 


THE SUPER-SERVICE COMPANY 
To All Agents: 
Regarding Violations of Bureau Rates and Practices 


Every agent will doubtless agree that the quoting of improper rates by unscrupulous 
agents or companies is a most disturbing factor in connection with the solicitation of 
insurance and that a concerted effort should be made by all right thinking agents and 
companies to stamp out such practices. 


The London Guarantee and Accident Company wishes to make it unmistakably 
clear to every agent that it will not countenance a quotation of improper rates by any 
agent under any circumstances whatsoever. Further, in order that the Company’s agents 
may not be handicapped by such unfair competition, they are requested to advise us 


promptly whenever they have clear evidence of any violations by the agents of other 


We feel sure that our agents will be in sympathy with these views and that we 
can count upon their sincere and hearty co-operation. 


C. M. Berger 


United States Manager. 


HEAD OFFICE: 
55 Fifth Ave., New York 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


C. M. BERGER 


United States Manager 
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KNOW YOUR LEGISLATORS 


Suggestions to Agents Made by George 
M. Easley & Co., of Texas, in 
Letter to Boston Insurance Co. 

M. Easley & Co., general 
Soston in Texas, have 

ote ” 
sent a letter to “The Accelerator,” the 
agency paper of that company, making 
the suggestion that agents get acquainted 
with legislators. In the letter the fol- 
lowing statemens were made: 

If each local agent in each State and in each 
locality in each state will get personally ac 
quainted with the representative from his dis 
trict in the State Legislature and show to such 
representative a willingness to co-operate with 
him in the solving of insurance problems, which 
the representative will be called upon to face 
when the Legislature meets, and convince the 
representative that the legitimate insurance in 
terests are not seeking any advantage, but de 
sire only fair laws for the administration and 
protection of the business and get the repre- 
sentative to call on his friend, the local agent, 
whenever any matters affecting the insurance 
business come up in the Legislature with which 
the representative is not entirely familiar, those 
who are seeking to secure the passage of laws 
detrimental to legitimate insurance business and 
designed to destroy the American Agency Sys- 
tem, will find it difficult to get anywhere with 
their schemes. 

Right now is the time for the agent to get 
hold of the representative from his district be 
cause, if the agent waits until the Legislature 
meets, the opportunity to do any material good 
is lost because any session in any State Legis 
lature is a busy session and the representatives 
cannot take the time to thoroughly investigate 
all of the bills that are introduced. 

So we would urge each local agent in each 
ommunity to get busy right now and then be 
ready to appear at the State Capitol at any time 
to lend his aid to bills that are for the good 
f the insurance business and his opposition to 
bills that are detrimental to the business. 


George 
agents for the 


RECOVER 20 CARS 

Federal warrants charging violation of 
the Dyer automobile theft act in Miss- 
ouri have been issued against Thomas 
Kehoe, 23 years old, 730 Carpenter Place, 
and Arden Caudle, 31, 4256 Washington 
Joulevard, St. Louis, who are alleged to 
be the members of a ring of automobile 
thieves working in St. Louis and East 
St. Louis, Ill Twenty automobiles, 
mostly Fords, have been recovered by 
the police, who described Kehoe, an 
ex-convict, as ringleader of the gang. 
Last year Kehoe was arrested in con- 
nection with an automobile theft ring 
operating between St. Louis and Boon- 
ville, Mo. Kehoe later cleared himself 
of that charge. 


EUREKA CASUALTY TO START 

The Eureka Casualty, of Los Angeles, 
Cal., has applied to the California In- 
surance Department for a license as an 
accident and health company. The com- 
pany will qualify later for all casualty 
lines. The new company has a capital 
of $200,000 and a surplus of $50,000, and 
expects to begin business November 15. 
The officers are: Frank A. Moore, presi- 
dent; H. W. Reinolds, first vice-presi- 
dent; F. E. Burger, second vice-presi- 
dent, Charles E. Wright, third vice- 
president; W. E. Paynes, secretary; and 
John Swansfeldt, treasurer. 


RUN PICTURES OF AD CLUB MEN 


In the Hartford “Courant,” November 
2, a full page of the rotogravure section 
was devoted to Hartford men who will 
play a leading part in the New Eng- 
land district convention of the Asso- 
ciated Advertising Clubs of the World. 
Among those in the pictures were Clar- 
ence T. Hubbard, Attna Life, president 
of the Hartford Advertising Club; Leon 
A. Soper, chairman of the Insurance 
Advertising section; and two men from 
the Hartford. 


Louis Resnick, former St. Louis news- 


paper man and former editor of the 
“National Safety News,” is co-author 


with Lewis N. Corris of “Eye-Hazards 
in Industrial Occupations,” a volume just 
issued by the National Committee for 
the Prevention of Blindness. The book 
was compiled for the benefit of safety 
engineers, inspectors, physicians and 
nurses, social welfare workers and others 
interested in the subject. 


MORRIS CAR INSURANCE 


London Brokers Make Protest on 
Ground That Renewals Are 
Imperiled; Big Contract 


C. E. Williams, secretary of the Cor- 
pore - of Insurance Brokers, London, 
bas written a letter to F. Norie-Miller, 
gene ral manager of the General, protest- 
ing against the contract which that com- 
pany has made with the manufacturer 
of the Morris cars, whereby a free in- 
surance policy is given to each purchaser 
of a Morris car. Mr. Williams said in 
part: 

“By the giving of a free policy with a 
car the insurance broker or agent who 
has previously handled the business ot 
the insured is cut out, at least for a 
year, and perhaps on renewal, especially 
if the insurance is renewed with your 
company, as unless otherwise definitely , 
provided in the original arrangement the 
motor dealer who benefits this year will 
probably claim renewal commission. 


At the recent convention of the Gen- 


eral Accident in Philadelphia, Manager 
Norie-Miller explained that the Gen- 
eral’s representataive in the district 


where the car owner lives handles the 
transaction and gets a commission. The 
Morris people make 60,000 cars a year. 


BRITISH OFFICES AND CANCER 


Exchange of Ideas to Further Research 
Work; Prof. Lazarus-Barlow Talks 


An informal meeting between the repre- 
sentatives of the medical officers of the 
leading life insurance offices and the British 
Empire Cancer Campaign was held in Lon- 
don recently, in order to ascertain what 
measures could be adopted, as a result of 
an interchange of ideas, to further the 
problem of cancer research from the point 
of view of the life offices on the one hand 
and the support of the research work of 
the campaign on the other. 

The discussion was of an informal nature, 
but certain points were raised which are 
being referred to the Statistical Committee 
of the Ministry of Health, whose Cancer 
Statistical Department has placed its in- 
formation at the disposal of the cam- 
paign. It is hoped that a combination of 
the information of the medical officers of 
the life offices, together with the actuarial 
experience of the companies, may be of 
material assistance to the campaign, and 
the campaign intimated its readiness to 
place at the disposal of the medical officers 
all the information it possesses to assist 
in the early diagnosis of cancer cases. — 

Professor W. S. Lazarus-Barlow, for- 
merly Professor of Experimental Path- 
ology at the Middlesex Hospital, gave some 
remarkably interesting statistics of the in- 


crease of the duration of life of cancer 
patients under methods of treatment to 
which research has rendered help within 


the last few years. 


NEW SURETY COMPANY 

Former Michigan insurance commis- 
sioner Frank H. Ellsworth has organized 
the Michigan Surety Co., of Lansing, with 
paid in capital of $250,000 and surplus of 
$85,000. Mr. Ellsworth was also formerly 
vice-president of the Detroit Fidelity & 
Surety. At present operations will be 
restricted to Michigan. 


The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Ineurance Company in the World 


LIABILITY, STEAM BOILER, 

ACCIDENT, HEALTH, FIDELITY 

AND BURGLARY INSURANCE 
United States Branch 


SAMUEL APPLETON, United States Mg. 


3% BROAD STREET, BOSTON, MASS. 
AGENTS WANTED 














ELECTION INSURANCE 


Various forms of election insurance 
were transacted in England at Lloyd’s. 
To pay a total loss in the event of the 
Conservatives securing a majority over 
all other parties, 40% was the premium 
at the opening, but this went later to 
50%; if Labor top the poll, 25%; if 
Labor secure a majority over all other 


parties combined, 10%; if the Liberal 
party secure 200 or more seats, 12%. 


The Conservatives won. 


Protect Aetna Name 


(Continued from page 29) 


in any manner in connection with its 
business or in transactions in any way 
involving the said defendant, under the 
pains and penalties which may fall upon 
them and each of them in case of dis- 
obedience; and it is also 


Receiver Is Appointed 
ordered, that 
Balzer, of No. 1945 Seventh Avenue, 
Manhattan, New York City, be, and he 
hereby is, appointed receiver of all the 
property and assets of the defendant, 
AEtna Automobile Service 
to preserve the property and the pro- 
ceeds of the debts and payments col- 


“Furthermore Edward 


Corporation, 





Assistant Actuary Wanted 


Capable — of supervising actuarial work and 
preparing reports and who has passed at least 
two parts of the Associateship examinations of 
the Actuarial Soc lety within the past five years. 


Woodward, Fondiller and Ryan 


Consulting Actuaries 
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lected; to cancel and rescind any and 
all contracts of service heretofore is- 
sued by the defendant; to sell or other- 
wise dispose of the property, as directed 
by the court, and to collect, receive and 
preserve the proceeds thereof, and to 
maintain in this action true and correct 
accounts of all said property, proceeds 
aud of all the business of the defendant, 
and in no event and under no condition 
to enter into any new arrangements or 
agreements for the continuance of the 
business of the defendant, and in no 
event and under no condition to issue any 
contract of service of any type, kind or 
nature whatsoever; and it is 

“Further ordered, that said receiver 
shall have all powers conferred by law 
on permanent receivers, and shall have 
the right to employ such attorneys or 
counsel as may be necessary for the ad- 
ministration of this trust and for the pro- 
tection of the assets of said corporation; 
and it is 

“Further ordered, that all creditors 
of said corporation be, and they hereby 
are, restrained from bringing any action 
against the said corporation for the re- 
covery of a sum of money or from tak- 
ing any further proceedings in any such 
actions against such corporation hereto- 
fore commenced; and it is 

“Further ordered, that the said cor- 
poration, Attna Automobile Service 
Corporation, be, and it hereby is, dis- 
solved.” 
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W. R. WILLS, Vice-Pres. 


The National Life and Accident Insurance Company 


NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE Policy 








C. R. CLEMENTS, Sec. & Treas. 
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Honesty of Races 
and Sexes Compared 


ADDRESS OF F. N. WITHEY 





Claims Chinaman Is Most Honest of All 
Races; Mentions Undesirable 
Occupations 





That women are more honest than 
men, married men honester than bach- 
elors, men who swear vociferously 


seldom steal, and a Chinaman is the 
most honest man of all, was brought out 
in a talk on “Gambling on Human 
Nature” before a gathering of members 
of the Associated Business Papers, Inc., 
and the National Conference of Business 
Paper Editors given by Frederick N. 
Withey, resident vice-president of the 
National Surety at the Hotel Astor Tues- 
day night. 

Extracts from his speech follow: 

“The Continental European generally 
speaking, does not have as high a stand- 
ard of business morality and integrity 
as does the Anglo-Saxon; there is more 
petty chicanery, thievery and small trick- 
ery entering in business there than we, 
generally speaking, would indulge in. 

“Among Continental Europeans the 
Hollander comes first in honesty and in- 
tegrity. Dull, stolid, phlegmatic and 
frugal, he never startles the world with 
brilliancy. Yet, speaking racially and 
comparatively, it is seldom a Dutchman 
goes wrong in money matters. Next 
come the Swedes, Danes, Norwegians, 
Finns and Germans. And you will notice 
that these are all northern Europe peo- 
ples. 

“There is one thing, though, about the 
Swede—while he doesn’t go wrong fre- 
quently in money matters—when he does 
go so he usually takes everything he can 
get his hands on. 

“The people of the Balkan and Slav 
States—Poland, Russia, Greece, Turkey, 
etc—so far as we know, are never 
bonded by commercial bonding com- 
panies. They have not reached that 
stage of evolutionary development where 
they have intrinsic character enough for 
any great financial concern to stake mil- 
lions on their integrity. 

“The Latins, or Southern Europeans, 
are much more susceptible to temptation 
than the Northern Europeans or Anglo- 
Saxons, but the Latins are a race of 
petty pilierers. IL suppose we must ex- 
cept irom this statement our friend, 
Ponzi. He was no piker. 


Chinese Are Most Honest 


“The Chinese are the most honest race 
in the world in business integrity, sur 
passing the Anglo-Saxon. This is a cold 
Statement of fact. I can give you two 
reasons for this, although these reasons 
are personal and are not matters of 
surety facts. They had a little custom 
in China for centuries: When a man 
stole as much as twenty-five cent’s worth 
of property he was promptly taken in 
the back yard and his head sliced off. 
It seems to me that is a little operation 
that would give almost anybody a deep 
respect for the law. 

“Then again, every Chinaman belongs 
to some guild, clan or society, the custom 
is universal in China and he must up- 
hold the standards of the guild to which 
he belongs. If he does not, he is fre- 
quently murdered by his own clan for 
not having as they call it, ‘saved their 
face.’ . 

“As for sexes, women come first. 
While statistics along this line are not 
definite, such as we have indicate women 
will not go wrong in money matters as 
frequently as men do. Some will say 
they do not have as much opportnuity. 
They don’t. And when women do go 
wrong it is usually for small amounts 
and either for love of finery or because 
of dire poverty. 

“As to youth and middle life, I presume 
I am safe in saying that seventy to 
seventy-five per cent. of all defalcations 
and embezzlements are committed by 


men under thirty. The young man un- 
der thirty, before he had a real hold on 
life or grasp on himself, becomes en- 
tangled with wine, women and _ song. 
The entanglements lead young fellows 
into dishonesty and they become em- 
bezzlers or defaulters, but usually for 
comparatively small amounts, say $20,- 
000 or less. 

“The middle-aged man with maturity, 
his more extended knowledge of life, and 
his better understanding of the conse- 
quences of such an act against society, 
seldom becomes a defaulter. But when 
he does throw off the principles of in- 
tegrity that have guided him through his 
business career, he usually goes all the 
way and takes large amounts.” 

Undesirable Occupations 

Commenting upon the types of occu- 
pations that the surety companies shy 
clear of, he stated: 

“As to occupations, we never bond men 
in oil producing districts. There is some- 
thing about the atmosphere of the oil 
districts that soon makes men oily both 
inside and out; and it is the ‘atmosphere’ 
that counts in the bonding business. 
The atmosphere and influence of the oil 
districts are not so good. 

“We never write a bond on a race- 
track man. Such men are not funda- 
mentally bad—not worse than the rest of 
us—but the atmosphere is bad. They 
live in an atmosphere of gambling, haz- 
ard, chance and uncertainty and it has a 
bad influence on their integrity. It 
makes them gamblers. We are gamblers 
on human nature, but we do not gamble 
on gamblers. 

“We write some, but not a great many 
theatrical bonds, and for the same 
reason. Theatrical people are no more 
fundamentaily dishonest than any other 
class, but the atmosphere of theatrical 
circles is not conducive to honesty in 
money matters. A producer spends $25,- 
000 to purchase a play and the public 
says it is no good and the money is gone. 
It is an atmosphere of gambling for large 
stakes. 


“The man in the box office selling tick- 
ets, usually on a small salary sees luxury 
coming to the theatre on every side; 
some of the people may be his friends 
and he wants to live as well as they do; 
temptation comes and he becomes an 
embezzler because the atmosphere is not 
the best. So while we write some thea- 
trical bonds we write them limiting our 
liabilities. 

“We are reluctant to write a bond on 
a man who has a luxury loving wife, 
that is, one who causes him to live at 
a pace beyond what he can afford. Such 
a woman wants too much jewelry or too 
many sealskins—too many high-powered 
machines and may have social ambitions. 
She wants to live ‘high’ when the ‘old 
man’ can’t afford it! 

“The best risk for a surety company 
is the man who saves and lives within 
his income; a man who could liquidate 
at any time and if he did not have a 
large surplus would at least have a small 
one. Such a man is even with the world, 
and comparatively contented, happy and 
satisfied. He has no incentive to become 
an embezzler or defaulter. When the 
surety companies investigate such a man 
and find him living within his income, 
they usually feel that he is reliable and 
the best risk in the world.” 





JOIN NEWMAN & MacBAIN 

The Newman & MacBain, Inc., agency 
is strengthening its casualty department 
by increasing its personnel. Thomas G. 
Kimball and Walter E. Anderson have 
joined the agency staff. Mr. Kimball 
has been one of the underwriters in the 
compensation and liability department of 
7Etna’s New York branch office, prior 
to which he was with the General Acci- 
dent. Mr. Anderson has been with the 
Sun Indemnity for a year. Before be- 
ing connected with the Sun he was with 
the United States Fidelity & Gauranty. 

The Commercial Casualty has ap- 
pointed the Bruce Co., Youngstown, 
Ohio, as general agents for all lines. 





than fine gold. 





FRIENDSHIP 





More Precious Than Fine Gold 


OR forty years Standard has adhered 
to the policies and principles laid down 
by our founders—to sell good insurance at 
a moderate price and to prize the esteem 
and confidence of our agents and policy- 
holders above the mere making of money. 


When you deal with Standard you are 
dealing with a human institution where 
friendships are counted more precious 


STANDARD ACCIDENT 
INSURANCE COMPANY 


HOME OFFICE—DETROIT, MICH. 








LOSSES FROM EYE ACCIDENTS 


More Education Needed on this Hazard 
in Industrial Occupations Showing 
Big Losses 
There are so many industries in which 
the losses resulting from accidents to the 
eyes of workers create a special hazard 
for the insirance companies that there is 
recognized a need for greater educa- 
tional effort in the line of accident pre- 

vention, 

The greatest possibilities for the 
elimination of the unnecessary eye haz- 
ards of industrial occupations lie in 
education, according to the National 
Committee for the Prevention of Blind- 
ness, which has been studying the ques- 
tion of eye hazards over a period of two 
years. The commiittee’s labors have ex- 
tended into practically every industry 
and every state in the Union. “There 
should be education of the state as to 
its moral and economic obligation,” the 
report declares; “education of the em- 
ployer as to the desirability, from his 
own point of view, of supplying adequate 
protection for the eyes of his employees; 
and education of the employee, particu- 
larly the oldfashion and so-called hard- 
boiled employee, as to the necessity of 
using that protection when it is pro- 
vided.” 

Discussing the necessity for educa- 
tion of the employer, the committee says: 

“Many employers of labor still need 
to be convinced that it is cheaper to 
prevent eye accidents than to pay for 
them; that it is false economy to use 
cheap goggles, or to have a group of 
workmen share one pair of goggles; that 
the wearing of goggles or other head 
protection in dangerous operations 
should be made an absolute condition 
of employment. 

“The result of this situation is that 
for every plant doing effective safety 
work a hundred are shirking their re- 
sponsibility. Indeed, few employers are 
giving as serious attention to accidents, 
their cost, the possibility of preventing 
them and the profits which can be made 
through such preventive work, as to the 
cost of labor, raw materials and other 
items in the manufacturing process.” 





ACTUARIES TO MEET 
Casualty Actuarial Society Will Hold 
Annual Meeting This Month; Cele- 
brating Tenth Anniversary 

The annual meeting of the Casualty 
Actuarial Society will be held on Thurs- 
day and Friday, November 20 and 21, at 
the Hotel Pennsylvania in New York. 
An election of officers and three mem- 
bers of the Council will be held. 

Thursday morning a business session 
will be held. Following a luncheon the 
six past presidents of the society will 
speak. At six o'clock there will be a 
dinner and entertainment, it being a spe- 
cial celebration affair on account of the 
tenth anniversary of the society. There 
will be a morning session Friday at 
which the presentation of papers will be 
made. 

fhe Council of the Society has ac- 
cepted the oifer of Joseph H. Woodward, 
ex-president, of a prize of $50 to the 
author of the best paper presented at 
the May or November, 1925, meetings 
by a member who has passed his exami- 
nations within the last five years. The 
purpose of this prize is to stimulate the 
writing of papers by the younger mem- 
bers of the society who recently passed 
their examinations. 

The Council has also accepted the of- 
fer of James S. Elston to prepare an 
index to the first ten volumes of the 
proceedings. 





E. C. STONE PROMOTED 

The Employers’ Liability has promoted 
Edward C. Stone, who, for many years, 
has been attorney for the company and 
other insurance interests and who is 
relinquishing his personal law practice, 
to the position of associate United States 
manager of the corporation. He will be 
associated with Samuel Appleton, who 
will continue to direct administration ac- 
tivities. 
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INSURANCE 


(ALL FORMS) 
FRED J. POYNEER 


710-11 AMERICAN TRUST 
BUILDING 


CEDAR RAPIDS July 18th, 1924. 


IOWA 


PHONE 
4564 





Insurance Company Mr. E. We West, President, 
Glens Falls, N. Y. Glens Falls Insurance CO-, 
Glens Falls, N. Y. 


Dear Sir: 
OLDand TRIED This being the 75th anniversary of the Company,, 
Since 1849 I have been reminded several times of a little connecting 
link that I feel I have with the Company's earlier yearse 
» 
When I took over the agency for the Glens Falls’. 
E,W. WEST some twelve years ago, I happened to mention the matter to 
iS alae my father, and he told me that the name Glens Falls would 
Vice-President always stick in his memory because when a boy (in the late 
F. M. SMALLEY fifties), his father’s home in Penn Yen, New York was des- 
F. L. COWLES 
H. W. KNIGHT troyed and only the possession of a Glens Falls policy made 
stacaianes i it possible for him to build another. 
R.S. BUDDY 
gap internal So three generations of Poyneers have had reason 
R. C. CARTER to appreciate the sterling qualities that have made it 
enmeed possible for the Company to so initia! pass the 75th 
milestone. 


With heartiest congratulations, 
I am, 


Yours very try, 





id 

















For its part, Glens Falls Insurance 
Company appreciates the fact that its 
seventy-five successful years have been 
made possible by the splendid co-opera- 
tion of just such sterling Agents as 
the writer of this letter. 
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